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In This Issue 


Special Features 
’ ’ I ERE we are right 
Manufacturers and Southern Jobbers Discuss Vital in the midst of 
National Problems 5 the sporting goods 
season. Every citizen 


OTH the Jobbers 
and the Manu- 
facturers held a most 
successful convention 


BUTT 


TTT 


last week at Atlantic 
City. They took up 
and talked over the 
big questions that 
ire affecting business 
and it was the 
genera! consensus 
that much good was 
the result of the ses- 
sions. Whether you 
are from the South 
or not or whether 
a manufacturer” or 
distributor, the con- 
vention is of import- 
ance to you on ac- 
count of the things 


discussed 


AGE, a8 usual, anticipates your needs. 


“Batter Up!” “Strike One!” 
Llew S. Soule 


The Game Is On. by 


Regular Departments 


Editorial Comment 

Washington Letter 

Publicity for the Retailer 

Market Reports on Trade Condition of Hardware Ircn 
and Steel 


Motor Accessories 


Current News and Miscellaneous 


Coming Hardware Conventions 
Robert L. Bridgeman Dead . 


The June 2nd Issue 


June, the month of brides and roses, will be here within a couple of days and HARDWARE 


is buying some sort 
of an instrument of 
health and recreation 
and it is to be sin- 
cerely hoped that 
you are selling all of 
them in your com- 
munity Think of 
the kids playing 
baseball and the men 
playing golf these 
fine afternoons Go 
after this profitable 
business and bring 
iome the well-known 
bacon te “Batter 

One!” 


On 


Next issue, June 2, we will present merchandising 


stories on summer goods, gifts for June, and, in fact, the whole magazine will have on its “new 


summer dress.” 


Look for it. 





We Create the Demand—Will You Supply It? 








All sizes of these Butts, 
both japan and plated, are 
packed complete with 
screws. The 2!/-inch, 3- 
inch, 34-inch, 4-inch and 
4\4-inch sizes are packed 
one pair in a box. The 
14-inch, 134-inch and 2- 
inch sizes are packed one 
dozen pairs in a box, each 
pair in a separate envelope. 


All sizes from 2-inch to 
44-inch inclusive are 
made with double . tips. 
The false tip is threaded 
and screws into the Butt. 
It also has a slot for screw 
driver, making it easy to 
remove the tip in taking 
out the pin, even should 
the threads become cor- 


roded. 


The slot also indicates to 
the carpenter which is the 
bottom of the Butt —a 
feature of great practical 
advantage. 








HARDWARE AGE 


ORE than 120,000 contractors and builders in every 

part of the country read National advertisements 
every month in the year. Our direct-by-mail campaign 
reaches the prospective home builder—and gets him inter- 
ested in the National Line also. 


Think what this publicity means to you dealers who sell 
National Builders’ Hardware—and are stocked ready to 
supply the demand which we create. 


Ornamental Butts are one of the most staple items in the 
building trade. How's your stock? Do you carry the 
National No. 420? It’s one of our best sellers. Car- 
penters like it for many reasons. Read the specifications 
and see why. 


Talk National Builders’ Hardware at every opportunity and 
also keep our literature in a conspicuous position on your 
counter where customers can help themselves—it helps 
sales, 


National Mfg. Company 


Sterling, Illinois 
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Manufacturers and Southern Jobbers 
Discuss Vital National Problems 


Sales Tax Question Gets Careful Consideration at Atlantic City 
Convention—William M. Pitkin, New Orleans, Is Elected Jobbers’ 
President—The South Fully Realizes Its Tremendous Opportunities 


time to the consideration of 
national problems, the South- 
ern Hardware Jobbers’ Association 
and the American Hardware Manu- 


D EVOTING a large part of their 


facturers’ Association met in both 
joint and separate conventions at the 
Marlborough-Blenheim, Atlantic 
City, May 11, 12 and 13. These two 
spring hardware conventions con- 
firmed for many, it was said by those 
present, the fact that business con- 
ditions generally are improving. 
Practically all of the speakers spoke 
with renewed confidence about the 
improvement that has already been 
effected in the general business situ- 
ation. Predictions were made for 
better times, especially in the south- 
ern states. 

What was termed the most impor- 
tant event at the Southern Hardware 
Jobbers’ Association convention was 
the election of new officers for the 
ensuing year, which occurred at the 
Friday morning session. The fol- 
lowing were unanimously elected: 

W. M. Pitkin, New Orleans, presi- 
dent; S. C. House, Knoxville, Tenn., 


first vice-president; Mark Lyons, 
Mobile, Ala., second vice-president; 
John Donnan, Richmond, Va., secre- 
tary-treasurer. G, A. Trumbull, 
Dallas, Texas, was elected to the 
executive committee. 

The Southern Hardware Jobbers’ 
Association with the American Hard- 
ware Manufacturers’ Association 
met in joint executive session Tues- 
day morning. This marked the open- 
ing of the thirty-first annual con- 
vention for the jobbers. 

The meeting was called to order 
by President George E. King of the 
Jobbers’ Association. 

President King introduced Rev. 
Dr. Dare of Atlantic City, who de- 
livered the invocation, which was fol- 
lowed by the singing of “America.” 

President King then introduced 
President A. D. Biggers, president of 
the Manufacturers’ Association. Mr. 
Biggers said: 


Biggers Recommends Judicious Buying 


“Our convention is being held at one 
of the most interesting times in the 
history of the Nation. The whole 
country has been feeling the after-ef- 
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fects of the war; many of the condi- 
tions confronting us are controlled by 
economic forces of world-wide moment. 
These cannot be overcome or readjusted 
suddenly or spontaneously. 

“This is a time for every brain and 
hand to utilize every atom of energy 
available. This is a time for construc- 
tive thinking, direct speaking, right ac- 
tion; the worker, not the shirker; those 
who lift, not lean. f 

“This is a time when manufacturers 
must co-ordinate their interests with 
wholesalers by working more closely to- 
gether than ever before. 

“This is a time when wholesalers 
must co-operate to the fullest extent 
with retailers by the suggestion of bet- 
ter selling methods. Showing a mer- 
chant how to sell more is to show him 
how to buy more. 

“There is a growing spirit of co- 
operation that is based on the sound be- 
lief that anything that helps business 
as a whole is a direct benefit to every- 
one connected with business. We must 
remember that no contract is successful 
unless both parties are benefited. 

“Recent developments are of a char- 
acter to restore confidence. There are 
fewer business failures; there is greater 
building activity; heavier lumber pro- 
duction, and a full supply of fuel and 
labor practically everywhere. 

“It is hardly to be expected that the 
reduction in the volume of business has 
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ended or that the price decline has 
reached its lowest level, but we have 
evidence of some reaction—positive ac- 
tion—looking toward the stabilizing of 
business. We have now reached a 
point where it is possible for us to look 
forward and plan our business moves 
with a reasonable assurance of being 
able to carry out our plans. 














William M. Pitkin, New Orleans, 
elected President Southern Jobbers’ 
Association 


“Beyond question the stocks of manu- 
facturers, jobbers and dealers are be- 
coming considerably depleted on ac- 
count of our economy and conservatism 
and if we defer too long in the placing 
of orders and specifications, we will be 
forcing a shortage of goods, which will 
be as detrimental as over-buying. In- 
stead of continuing to advocate economy 
and ultra-conservatism in purchasing, 
it would be wise to take another tack 
and I recommend judicious buying. 

Conditions Improving 

“Many lines of business are showing 
considerable improvement and a grad- 
ual upbuilding is apparent. There is 
is still considerable to do in the read- 
justment of labor and it to be hoped 
that labor will be just as much con- 
cerned with increased efficiency as it 
has been formerly in obtaining higher 
wages. 

“Tt is clearly the duty of every sin- 
cere American—big or little—business 
man, farmer, laborer, mechanic or 
clerk, to make his personal effort count 
for the stabilizing of social and indus- 
trial conditions. 

“A proper and adequate solution of 
our, problems will be hastened when 
each and every one realizes his personal 
responsibility and assumes his share 
of the burden. 

“This is going to be a year of keen 
competition. The man_ who fights 
bravely, on the square, selling his goods 
on a reasonable profit basis, and gives 
service and quality, will be rewarded. 

“Whatever is for the welfare of the 
country must necessarily be for the 
good of business. 

“We must recreate 


the American 
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pioneer spirit, which made this country 
possible and placed her in the forefront 
of the nations. It is a spirit which is 
filled with common sense, courage, con- 
fidence and resolution. 

“We must have faith in ourselves; 
faith in one another; and faith in busi- 
ness. Faith is the very foundation of 
prosperity and credit. 

“If we believe in America and her 
possibilities; in to-day and its oppor- 
tunities; in the business man of this 
country and his capabilities—we must 
make up our minds to go ahead.” 

President King then delivered the 


following address: 


President’s Address 


“Great and sudden changes have 
come to all of us. A year ago, the 
books of all manufacturers were filled 
with orders. They had more orders 
than merchandise. Some of them had 
enough orders to keep the wheels turn- 
ing for a year or more. Many of them 
had raw materials in large quantities, 
but the demands of the jobber were so 
insistent that they were scouring the 
country for more. New additions were 
built, new and improved machinery was 
installed, new laborers employed to take 
care of the business that kept rolling 
in without effort, like the waves of the 
sea. It was easier for the jobber to 
sell hardware—anything, no matter 
what it was—than it was to buy with 
any certainty as to delivery. The price 
of a thing was the last matter to be 
considered. 

“The jobber bought from every fac- 
tory that offered him anything. Some- 
times the same item was bought from 
half a dozen factories, and often half 
a dozen times from the same factory, 
and always at a different price, for 
however wise a manufacturer may be, 
he is only human, and with one hun- 
dred or one thousand customers beg- 
ging for hardware, it would have been 
unnatural if prices had not continued 
to rise skyward. The jobbers seemed 
to think the demand would continue in- 
definitely, and after filling their ware- 
houses to capacity. built or rented new 
ones. The manufacturer hired old 
men, young men, old women. young 
women, by the thousands at fabulous 
wages. in an effort to meet the great 
demand for their merchandise. Job- 
bers increased their working forces in 
all departments, clerical, shipping, and 
road men. until twice as many men were 
on the pay-roll as ever before, and all 
drawing about twice as big a salary. 
Uncle Sam, nice old man that he is, 
steoped un and said that we must di- 
vide with him, taking from us as he did 
in some cases. almost half our profits. 

“These good things were made possi- 
kle by the great prosperity of the re- 
tailer. and last and most important of 
all the vrosnverity of the farmer; for, 
as vou know our mining, our manufac- 
turing, ovr railroads. our banking in 
terests. all take second place as com- 
pared with our farming interests. I 
believe that the business man, whether 
manufacturer or merchant, must give 
more consideration to the farmer. Thev 
are both natient and patriotic, and 
nearly all of them are industrious. They 
get less for their labor than any other 
class. They are becoming restless and 
discontented over their present con- 
dition. and I am glad to see that the 
President and his Cabinet are keenly 
interested in providing. if possible a 
market for the products of the farmer. 


May 26, 1921 


Probably you know that half of our 
1920 crop of cotton is still unsold and 
is unsalable. There is little demand 
for it in the war-stricken countries. It 
is necessary for the farmer to find’a 
market for his cotton or all kinds of 
business must suffer, as cotton is by 
far the most valuable single item that 
we export, and is, therefore, a national 
and not a sectional matter. 

“Two or three years ago public men, 
the, newspapers and government offi- 
cials pleaded with the farmer to pro- 
duce, produce and they did produce, and 
now there is a poor market for farm 
products of all kinds. Georgia raised 
more corn in 1919 than twenty other 
states combined. The value of the 1866 
crop of corn in Georgia was sixteen and 
one-half million dollars, and in 1919 
the value was one hundred and twen- 
ty-three million dollars; four million, 
six hundred and eighty-two bushels be- 
ing produced. 

“Notwithstanding the present hard 
conditions—and I think the records will 
show that my state, Georgia, has been 
the ‘storm-center of adversity’—I be- 
lieve that we have a quicker come-back 
than any people on earth. We were 
the first to feel the shock and we will 
be the first to get over it. In material 
things, the American people are world 
leaders and world beaters. In no 
period of the world in any country had 
any people been so blessed with riches 
and power. We were all weltering in 


W. D. Biggers, President of American 
Hardware Manufacturers’ Association 


wealth. The farmer, the day laborer, 
the skilled mechanic, the manufac- 
turer, the merchant, all alike, shared 
and fared sumptuously of the good 
things that came to us almost without 
effort. 
Charges Conceit 

“Perhaps, it may not be either polite 
or pleasant to refer to our mental con- 
dition, but I think we will have to ad- 
mit that some of us had become vain 
and over-confident by reason of our 
great success. This conceit was con- 
fined to no particular class or craft. 
All alike felt that at last we had 
learned to play the game in a big way 
-that after years of struggle and ef- 
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fort, with only a meager reward for our 
work and worry, we were getting the 
things that should have been ours long 
ago. Many of us thought that our 
brains, our judgment, our skill, our 
knowledge, were bringing us so much 
wealth. Few of us realized that we 
were only the creatures of circum- 
stance, of condition, and we did not be- 
lieve that circumstances or conditions 
could destroy or take away anything 
that we had acquired. 

“Such was the inflated and unnat- 
ural condition in the United States one 
year ago, and then something hap- 
pened. We knew it was coming some 
day, but we did not know when, and 
we were unprepared when it did come. 
One ‘day last September, a cry of dis- 
tress was heard away down the line. 
It was loud and insistent, but so far 
away that only the retailer could hear 
it. Old Man Consumer said he had 
bought enough—too much in fact—and 
could buy no more. The jobber’s road 
men began to regale the dull ears of 
the jobber with unwelcome stories of 
the price of farm products, and that 
the retail men were refusing to buy his 
merchandise. Road men who had been 
earning, on the profit sharing basis, six 
to twelve hundred dollars a month, 
dropped to one hundred and fifty to two 
hundred per month. Jobbers who had 
from five hundred thousand to one mil- 
lion dollars’ worth of future orders on 
their books began to get cancellations, 
and these cancellations continued until 
practically the last future order was 
gone. And then the jobbers who had 
never heard the cry of the consumer 
and were slow to heed the cry of the 
retailer, began to yell lustily to the 
manufacturer to cancel all orders. The 
manufacturer was even slower than the 
jobber to realjze that the end had come, 
for he was further away from the con- 
sumer and he, like the consumer, re- 
tailer and jobber was unprepared for 
the blow. 


Thoughts for the Future 

“Visions of a greater factory, a great- 
er jobbing business, a bigger retail busi- 
ness, a richer and bigger farm, have 
been in the hearts of all classes of peo- 
ple, and while we may not get all that 
we have planned for, and dreamed 
about, none of us need suffer much, if 
we are wise enough to get back to the 
starting point in our career, when we 
lived simpler, worked harder, thought 
more, planned more wisely, and were 
satisfied with less, and after all, I think 
sensible men will agree with me when 
I say that the present condition is not 
only necessary, but good for our finan- 
cial, sviritual, and moral welfare. If 
the inflated period had continued, in its 
wild and unreasoning progress for a 
few years longer. one-half of the manu- 
facturers and jobbers in the United 
States would have been bankrupt. It 
is a hard and bitter experience, but it 
ought to be good for us. National sin 
must always be followed by national 
suffering, and we are suffering because 
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That Sales Tax Question 


The merits and the disadvantages of the proposed sales tax were very fully discussed at 
the Convention. Fayette R. Plumb and Charles Asbury both gave exceptionally comprehensive 
talks on the subject and both sides were ably presented. 
portance to every merchant in the country. 
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we had wandered from the old princi- 
ples and the old practices that made us 
strong and prosperous. 

“In our prosperous years we fill our 
pockets with money, stocks and bonds, 
taking little heed that all things pass. 
The struggle to make a fortune to re- 
tire, but we have no place to retire to 
except the grave. Only a few men 
really know how to live with a fortune, 
so why object so much to the present 
condition ? 

“A little adversity, a little disap- 
pointment in our hopes and plans may 
do us good. Life has been too easy 
with us. We must adjust our plans to 
meet safely the present problems that 
are so different to any we have ever 
had before. 

“In preparing this paper, I was very 
anxious to make it of a cheerful nature, 
because I honestly believe from my own 
observation and experience, that the 
worst is over. While we have had some 
failures for the last month, there seems 
to be a slowing down. I called on R. 
G. Dun Company, and when I to!d them 
what I wanted, they said they were 
afraid I would be disappointed when I 
examined the data they gave me. 


Keeping the World Awake 

“Those of you, who have _ visited 
Westminster Abbey, will recollect this 
inscription over the door:- ‘Those who 
sleep here kept the world awake.’ We 
might truthfullv say that those who sit 
here, kept the hardware world awake. 
Men who faced and overcame great 
problems. No wiser or more resource- 
ful set of men can be found any where 
and the still, judgment and sense that 
has been brought them safely through 
so many difficult places in the past will 
guide them safely in the future. 

“Some months ago the comptroller 
of currency reported that of the 
$5,380.000.000 in circulation in the 
United States $3,344.000,000 was hid- 
den by the owners, dormant, inactive 
and useless so far as commerce is con- 
cerned. In this body of men, there are 
vast stores of hidden energy, concealed 
power, and undeveloped resources that 
will now flash forth, and go forward to 
bieger and better achievements. than 
ever before. If less than half our 
money is being used, it may he true 
that less than half our mental force 
and enerry are in action. If so. is there 
anv limit to the things that American 


business men can do in the future?” 


President King introduced Rich- 
ard H. Edmonds, editor of the Manu- 
facturers’ Record, who spoke on the 
subject of “The Relation of the 
South to the Nation’s Welfare.” Mr. 
Edmonds sketched the history of the 
south and predicted a new industrial 
era for the southern states. 

“No other section of the United 
States,” Mr. Edwards said, “has 
been so little understood and so often 
misrepresented as the South. Indeed, 


This subject is of the greatest im- 
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many people of the South have them- 
selves failed to understand their own 
section, and especially its business 
development prior to 1860. They 
have not grasped in full its enormous 
potentialities, nor have they under- 
stood the history-making power of 
the antebellum South. The Old South 
made history, but left tc others the 
writing of it.” 
Secretary Fernley’s Report 

President King next introduced 
T. James Fernley, secretary-treas- 
urer of the National Hardware As- 
sociation, who said among other 
things: 

“Now, gentlemen, you have got a 
condition which is temporarily con- 
fronting you. You gentlemen do not 
want to get gloomy. You do not find 
these manufacturers gloomy. Of 
course, we have our overhead and it is 
a very serious proposition. 

“In one line of business that I know 
something about, from calculations that 
have been made, the overhead has in- 
creased about 40 per cent. Now that 
expense account—that overhead—has 
got to be taken care of. You cannot 
indiscriminately discharge your people 
and break up your organization and re- 
duce very materially your employees, 
but you can reduce the salaries of the 
executive heads of your business; but 
when it comes to the rank and file— 
comes to the men who are really earn- 
ing a living, like myself and Mr. Don- 
nan, then it is different; but you can 
overcome that expense in several ways 
—in two ways it now appears to me: 
more energy in business. A few days 
ago I attended a convention at French 
Lick and I found that some of the men 
in that convention were doing 95 or 98 
per cent of the business they did a 
year ago. 

“Then another way to overcome this 
overhead is to maintain a’ decent mar- 
gin of profit—a decent margin of profit 
on the business that you do. I am 
surprised to hear of some people who 
absolutely ignore not only the cost of 
distribution, but ignore the cost of the 
merchandise and go out and make 
prices below what they should, think- 
ing by that they could command the 
business and thus overcome the over- 
head. It cannot be done. Those who 
have tried it have found it out. 

“If we will watch every item of cost, 
and endeavor to get the very largest 
price that we can in an honorable way, 
which represents the cost of the mer- 
chandise, plus the expense of doing 
business, we wil! very soon overcome 
this objection.” 

President King then introduced 
Mr. Black of Texas, who spoke in 
part as follows: 

“IT want to say to you that we are 
more or 'ess optimists in our section of 
the country. We have a feeling that 
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in the agricultural sections there is a 
xreat deal of disappointment, but very 
little distress. The cotton market, 
which, of course, is one of our largest 
interests, has been declining from some- 
thing like 40c. until it has gotten 
down to just about a normal pre-war 
price; in fact all agricultural prod- 
ucts in our country are very close to 
the pre-war basis. 

“In this city about ten years ago I 
listened to a very interesting address 
by Mr. Hoover. He made a statement 
which I very strongly concurred in, that 
is, that business will not become of nor- 
mal volume until the parity of values 
is reached between the agricultural 
products and the manufactured com- 
modities. 

“That means, if he is right, gentle- 
men, that all you manufacturers or pro- 
ducers of anything being manufactured 
must reach a pre-war price before your 
volume is going to be normal. I talked 
this to a gentleman about a week ago 
who was largeiy interested in steel and 
he said it was not possible. I told him 
a story about one of the independent 
steel manufacturers who visited my 
office some months ago and I asked him 
when he was going to reach the cor- 
poration basis and he said it was not 
possible. I told him I would like to 
bet him a hat that he, in a very short 
time, would reach it. He said I would 
lose that money. I made the bet any- 
way. Inside of ten days he wired me: 
‘You have won your hat.’ Later I met 
this manufacturer I talked to in New 
York about what Hoover had said and 
he then admitted that he, believed what 
I said would come true. 

“IT think that everyone of you if he 
will stop to think about present con- 
ditions will find that you are liquidat- 
ing—losing less money to operate your 
business, decreasing your lines, increas- 
ing your balances, simply on account of 
stagnation. Credit is not the thing 
that is going to turn the tide now. 

“There is not anything unusual in 
the present condition; we have just 
got to fight it through and wait a 
while. In the meantime, keep an um- 
brella handy.” 


Canada Heard From 


President King then introduced 
Col. Stark, president of the Canadian 


Hardware Association, who said: 

“We of the Canadian Wholesale 
Hardware Association are under a deep 
debt of gratitude to you for your 
thoughtfulness in inviting us to be rep- 
resented at your convention to-day. I 
bring to you our greetings of the kind- 
liest nature. As the years roll by the 
ties of friendship bind us closer to- 
gether and our appreciation of the good 
in each other continually grows 
stronger. 

“Conditions in Canada are ever grow- 
ing brighter and we have made consid- 
erable progress for its reconstruction, 
but we have some distance to go yet 
to get to normal. 

“The hardware business is good and 
the figures show, as the year pro- 
gresses, that we are doing a larger 
turnover than 1919, which was a good 
year to compare with, as to compare 
with 1920 would hardly be right, as 
with us, 1920 was a phenomenal year 
and very much above normal.” 

President King then introduced 
Mr. Hardy, the Secretary of the 
Canadian Hardware Jobbers’ Asso- 
ciation, who spoke briefly. 

The convention then took a recess 
until afternoon. 


The Wednesday Afternoon Session 

The sessions of both associations 
were held separately Wednesday af- 
ternoon. Both were executive ses- 
sions, although at the manufactur- 
ers’ session an address was delivered 
by Dr. Hollis Godfrey, president of 
the Drexel Institute, Philadelphia 
Council of Education, and one of the 
original organizers of the Council of 
National Defense. Dr. Godfrey took 
exception to Mr. Edison’s method of 
ascertaining the mentality of his em- 
ployees, and spoke at length on the 
relation of college education to in- 
dustry. He said that the application 
of most modern business principles 
is the essential result of education. 
He characterized industrial manage- 
ment as a truly great profession, and 
urged the importance of manufactur- 
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ers analyzing their demand and de- 
veloping team work in all branches 
of the industry. 

President W. D. Biggers presided 
and appointed the following resolu- 
tions committee: Murray Sargent, 
chairman; William H. Matthai, 
Charles W. Asbury, Frederick H. 
Payne, Fayette R. Plumb. 

Secretary F. D. Mitchell read a 
brief report on the work that is be- 
ing done by the Association, which 
was unanimously adopted and or- 
dered placed on record. 

Reports of committees were read. 
The report of the Industrial Legis- 
lation committee attracted more than 
usual attention. George E. Chatil- 
lon, chairman, urged greater effi- 
ciency in government, reduction of 
railroad rates, and the repeal of war 
time laws. Charles W. Asbury spoke 
on emigration, using charts to illus- 
trate the trend of emigration during 
the past twenty years. 

The differences of the industrial 
situation in America compared with 
European countries were discussed at 
some length in which discussion Mrs. 
S. A, Andrew took a prominent part. 

The Jobbers’ Association met in 
Executive session Wednesday after- 
noon. 

President King opened the pro- 
gram by reading his annual address 
on subjects of an executive charac- 
ter. He called special attention to 
the satisfactory working out of the 
exchange of surplus goods between 
jobbers; that it resulted in a consid- 
erable saving oftentimes over the 
prices the same goods were quoted 
at by the manufacturers; that it was 
also a saving to the manufacturer in 
that the manufacturer of any lines 
would not be called upon to fill orders 
which he could not supply owing to 
lack of raw material, labor difficul- 
ties, etc. 

Mr. King said that in some in- 
stances it was found that the deal- 
ers in the same city would frequently 
be able to exchange goods between 
them to great advantage where one 
dealer might be overstocked with 
such an article as screws of a certain 
kind, where another dealer in the 
same town would be entirely short of 
that particular style of screw. 

The Jobber’s Problems 

He called particular attention to 
the importance of 2 revision and re- 
view of expense accounts, that this 
was often overlooked when business 
was active and the demand for goods 
exceeded the supply; that it was also 
important to keep a close watch on 
average profits—to see if you were 
making. anywhere near the profits 
you did before the war. Mr. King 
also raised the question as to whether 
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the jobbers should continue to carry 
on their payrolls inefficient help 
which had been hired during the war 
peridd. 

George W. Simmons of the Sim- 
mons Hardware Company, St. Louis, 
then addressed the Association. Mr. 
Simmons spoke at some length on the 
subject of comparative profits on 
many lines of goods between the 
years 1919 and 1921. He compared 
the expense of handling various lines 
of goods in percentages between 
those years, showing the less return 
in 1921 for the dollar invested as 
compared with 1919. 

Secretary Donnan read his report 
as secretary. He said the following 
firms had been added to the member- 
ship during the past year: 

Kidd-Bossinger Hardware _ Co., 
Little Rock, Ark.; Pruitt-Barrett 
Hardware Co., Gainesville, Ga.; Pal- 
mour Hardware Co., Gainesville, Ga. ; 
Craig-Shoffner Hardware Co., Nash- 
ville, Tenn., and Cash-Melton Hard- 
ware Co., Chattanooga, Tenn. 

He referred to the investigation 
instituted by the Federal Trade Com- 
mission on alleged violation by the 
Association of the Sherman Anti- 
Trust Act. Mr. Donnan went into 
considerable detail on this subject, 
which he stated was still pending 
before the Commission on filing of 
briefs by the respective counsel. 

Mr. Donnan was followed by P. O. 
Knight, counsel for the Association 
in the litigation before the Federal 
Trade Commission. Mr, Knight fully 
explained the controversy before the 
Commission and predicted a victory 
for the Association. He said he had 
prepared a brief on the subject which 
was to be filed with the Commission 
as soon as the counsel for the Com- 
mission had presented theirs. He 
stated that each member of the As- 
sociation would be provided with a 
copy of the brief, 


Report of Supply Committee 


Mr. Ray, Chairman of the Supply 
Committee, read his report. He 
made a survey of general business 
conditions and the condition of the 
stocks in the hands of the jobbers. 
He said there was a tendency to re- 
duce the number of brands and sizes 
of goods, such as files, saws, belting, 
stock, and dies, and confining lines 
to staple sizes; that salesmen were 
instructed to sell full packages so 
that warehouse expenses may be re- 
duced; that some manufacturers 
were closing their branch ware- 
houses, as they found the jobbers a 
more economical and efficient method 
of distribution; that many manufac- 
turers and jobbers were reducing 
the number of their salesmen by 
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weeding out inefficient men and non- 
productive territory; that all these 
efforts towards economy were work- 
ing out with good results, because 
reports of improved business in sup- 
plies were coming in from all the 
Southern territory; that saw mills 
were starting, cotton mills were op- 
erating, turpentine men were pre- 
paring for reasonable production, 
farmers were planting the largest 
crops they have attempted for sev- 
eral years; labor was plentiful and 
could be had at reasonable wages; 
that demand was growing for all 
items of building materials and ma- 
chinery trade was increasing; small 
tools were selling in fair volume and 
pipe in reasonable demand; that al- 
together the prospect for a reason- 
able business in the supply -line in 
the territory covered by the Associa- 
tion was good. 

J. A. Summers read the report of 
the Committee on Transportation. 

A committee was appointed con- 
sisting of Messrs. Summers, Black, 
and Stewart to draft resolutions and 
forward to the American Railroad 
“xpress Co, asking them to change 
their regulations in régard to the 
crating of shipments; that in many 
instances the crate required for an 
article of ten cost more than the 
goods were worth. The resolution 
was to be prepared asking that the 
requirements for crating be made 
less stringent. 

Mr. Ireland reported as Chairman 
of the Axe Committee. He said the 
Association would be addressed by 
W. C. Kelly, president of the Kelly 
Axe Manufacturing Co., at a later 
session, when the subject would be 
gone into fully. 


The Special Committees 
The President then appointed the 
following special committees. 
Committee on Nominations: W. A. 
Parker, W. C. Thomas and A. C. 
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Cade; Auditing Committee: Mark 
Lyons, Samuel C. House and E. A. 
Leonard; Committee on Resolutions: 
Norman Sharp, B. J. Schuster and 
J. L. Pitts. 

Theréupon the convention took a 
recess until the next morning. 

The two Associations met in Ex- 
ecutive Session Thursday morning. 


President Biggers Presides 


President Biggers of the Ameri- 
can Hardware Manufacturers’ Asso- 
ciation, presiding, called the meeting 
to order. 

“Before we get to open discussion 
we have one topic that is foremost in 
the minds of every man, no matter what 
line of business he is in, whether manu- 
facturer, jobber, or dealer, or clerk you 
might say, and that is, the subject of 
taxation. We have heard taxation dis- 
cussed and cussed from many angles. 
To-day we are going to hear from one 
who has given the subject considerable 
time and attention, Mr. Fayette R. 
Plumb, the chairman of the Tax Com- 
mittee of the National Industry Con- 
ference Board, and for a year and a half 
they have been studying the subject of 
taxation from every possible stand- 
point and Mr. Plumb will present that 
subject to us now. 

“Murray Sargent spoke to me last 
evening of a resolution that the Res- 
olutions Committee of the Manufac- 
turers’ Association desire to present, 
and he thought that the nature of the 
resolution would be one which every 
man in the two organizations would be 
glad to take part in. I wish Mr. Sar- 
gent would read it.” 

Mr. Sargent: Mr. President and 
members of the two Associations, I 
think it would be fitting that in the 
death of Robert N. Peck to say that 
the members of both Associations 
have lost a friend who can never be 
replaced, and it seems to us to be ap- 
propriate that some action be taken 
at this time, and I will read this reso- 
lution which we offer to-day: 


Mr. Peck’s Death 


“The members of the: Southern Hard- 
ware Jobbers’ Association, the Ameri- 
can Hardware Manufacturers’ Associa- 








-E. W. Clark, S. L. Webster, H. C. 
Nixon, all of E. 


Atkins, N. A. Gladding and R. B. 


C. Atkins & Co. 








J. A. Summers, Summers Hdw Co.; 
W. C. Phlegar, Summers Hdw. Co. 


tion and the Canadian Hardware 
Manufacturers’ Association, _repre- 
sented by Messrs. Stark and Hardy in 
joint session at Atlantic City, learn with 
very deep regret of the untimely death 
of Robert M. Peck, vice-president and 
manager of sales of the Stanley Works. 
In view of the many years in which he 
was connected intimately with the as- 
sociation, it is our desire that the deep 
sense of personal loss felt by all mem- 
bers of the two associations be regis- 
tered at this time. Through the high 
qualities of his character and his splen- 
did enthusiasm and loyalty, a very high 
standard of business ethics was set, the 
effect of which will be of permanent 
value throughout the hardware trade. 
We, his friends, desire that a copy of 
this resolution be sent to his family and 
business associates.” 

The resolution was adopted unani- 
mously by a rising vote. 

Mr. Plumb then addressed the 
meeting as follows: 

“The excess profits tax will be re- 
pealed at the present session of Con- 
gress. The high surtaxes on personal 
income will probably be reduced. This 
will not, however, reduce the personal 

income tax on annual incomes of less 
than $50,000. The present corporation 
income tax of 10 per cent will not be 
repealed or reduced. Probably it will 
be increased to not over 16 per cent in 
order to provide a part of the revenue 
lost by the repeal of the excess profits 
tax. Even if it were not necessary to 
make this increase in order to provide 
revenue, it would be necessary in order 
to place some tax upon corporation in- 
come to compensate for the surtaxes 
paid by individuals and partnerships 
on their business income. 

“A proposal which is being widely 
discussed is that a 1 per cent turnover 
sales tax estimated to raise about two 
billion dollars should be substituted for 
the present excise taxes, sales taxes on 
certain so-called luxuries or less essen- 
tial and the tax on transportation. 
Taxes of this general character pro- 
duce a revenue now of about one bil- 
lion two hundred and fifty million dol- 
lars. The remainder of the two billion 
would be more than ample to provide 
for the difference between the yield of 
the excess profits tax and the proposed 
increase in corporation income tax, and 

also for the reduction of surtaxes on 
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incomes over $50,000, and some short- 
age in the amount of revenue required 
according to the estimates of expendi- 
tures for the fiscal year ending June 
30, 1922. It is not necessary to raise 
so much money if Congress will be as 
economical in its expenditures as busi- 
ness men are forced to be under pres- 
ent conditions. Such revenue as must 
be raised to replace that lost by the 
repeal of the excess profits tax and 
the reduction of the high surtaxes can 
be raised by: an increase in customs 
duties, and by the increase of the cor- 
poration income tax. 


The Burden of Turnover Tax 


“A turnover sales tax at 1 per cent 
upon the sale of every commodity every 
time it is sold from the first sale of the 
raw material until the finished product 
is delivered to the consumer, would con- 
stitute an increasing cumulative bur- 
den on every form of business. It 
would be especially a hardship on the 
wholesale business because it would be 
paid at every turnover on your stock 
and a wholesale business is dependent 
upon its success for quick turnovers at 
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small net profits. As an illustration, 
we as tool manufacturers, necessarily 
have such a large investment in the 
plant and carry our tools, through so 
many different processes that we can 
not hope to turn our capital more than 
once a year. If, therefore, we are to 
earn a net return of 10 per cent on our 
capital we must have a net profit of 
10 per cent on our sales. A 1 per cent 
tax on our sales would be one-tenth of 
our net profits. If a wholesaler turns 
his capital four times a year it is nec- 
essary for him to make only 2% per 
cent net profit on each sale to secure a 
10 per cent net profit on his investment. 
A 1 per cent tax on a wholesaler who 
makes a 2% per cent net profit on his 
sales would be 40 per cent of his net 
profit. As he made four turnovers in 
a year he would pay four taxes com- 
pared to our one. 

“The advocates of the turnover sales 
tax claim that this makes no difference 
because the tax would be passed on. 
It is said the 1 per cent on your sales 


‘can be added to your invoices and col- 


lected from your customer. But, if this 
is so, what will you do with the 1 per 
cent sales tax passed on to you on your 
purchases and added to the invoices of 
the manufacturers? If you absorb the 
tax on your purchases and pass on only 
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the tax on your sales you would be very 
little better off than if the manufac- 
turers paid their taxes and you paid 
yours without passing them on at all. 

“Further than this, however, is the 
grave question as to whether or not a 
wholesaler would not be compelled to 
pay both the tax of the manufacturer 
if it was passed on and his own sales 
tax, or else be at a disadvantage in dis- 
tributing the manufacturer’s product as 
compared to chains of retail stores, 
catalog houses and large consumers 
who purchase from the manufacturer 
direct. When goods are distributed 
from the manufacturer, through the 
wholesaler to the retailer, there would 
be three 1 per cent taxes to pay besides 
all the cumulative taxes on the raw 
materials and supplies which had in- 
creased the cost of the manufacturer’s 
product. There would be a tax on the 
sale by the manufacturer, on the sale 
by the wholesaler and the sale by the 
retailer. If the manufacturer sold to 
catalog houses, which sold direct to 
the consumer, there would be only two 
taxes—that on the sale by the manu- 
facturer and the sale by the calatog 
house. 

“If the manufacturer sold direct to 
the consumer there would be only the 
tax on his sale. At the least, the tax 
paid by the wholesaler would be elimin- 
ated. Do wholesalers wish the United 
States Government to levy a tax on 
them which probably would average as 
much as 40 per cent of their net prof- 
its, which catalog houses and chain 
stores do not have to pay; or is it fair 
for the United States Government to 
levy a tax which would have even a ten- 
dency to drive out of business a class 
of distributors who have proven their 
service is worth what it costs through 
overcoming the competition of other 
methods of distribution? If the whole- 
salers believe that such a tax would be 
unfair to them they should imme- 
diately make their views known to their 
Senators and Congressmen and most es- 
pecially, to Secretary of the Treasury, 
A. W. Mellon, and to Senator Boies 
Penrose, chairman of the Senate 
Finance Committee. The propagand- 
ists for a sales tax under the leader- 
ship of J. S. Bache, of the stock brok- 
erage firm of J. S. Bache & Co., New 
York City, and Meyer D. Rothschild, a 
jeweler, whose sales are now subject 
to a luxury tax, have given the im- 
pression to many members of Congress 
that business men are unitedly in favor 
of a turnover sales tax at 1 per cent. 


Mayor Bader, of Atlantic City, with 
“Jim” Corbett and “Jack” Dempsey 
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Suggests Resolutions 


“T should like to suggest for the con- 
sideration of this body the passage of 
a resolution somewhat similar to the 
following which was passed by the 
Wholesale Grocers at Atlantic City a 
few weeks ago: 

“RESOLVED, that the excess profits 
tax should be repealed and the higher 
surtaxes on personal income be re- 


duced; 

“RESOLVED, that any consideration 
by Congress of revision of Federal tax- 
ation should first exhaust the possibili- 
ties of retrenchment and reduction in 
Federal expenditures before consider- 
ing the imposition of new taxes to re- 
place the excess profits tax and the 
higher surtaxes on personal income; 

“RESOLVED, that a general turn- 
over tax at any uniform rate is unsound 
in theory and dangerous to business 
because based upon gross income with- 
out regard to ability to pay, because it 
would fall most heavily on the business 
with the smallest margin of profit and 
the most frequent turnover, and because 
when paid by a business which had not 
made a profit it would promote insol- 


vency. 

“BE IT FURTHER RESOLVED, that 
a tax on sales of groceries at the same 
rate as on sales of luxuries would be un- 
fair to the wholesale grocery business 
in which the average net profit over a 
period of years has not exceeded 2 per 
cent on sales.” 


The French Tax System 

Mr. Charles W. Asbury of the En- 
terprise Manufacturing Co., then 
spoke as follows on the same sub- 
ject: 

“Mr. President and Gentlemen, I 
arise with some diffidence, because this 
is the first time a difference of opinion 
between my esteemed colleagues and 
myself has been publicly aired. We 
usually get our feet under the table 
and whisper our differences and then 
put up a solid front, but I have 
some thoughts on this subject which I 
would like to present for your consid- 
eration. The thing in this situation as 
it seems to me that we desire more than 
anything else as business men to get 
rid of is the nuisance of taxes and the 
inquisitorial methods pursued in in- 
vestigating our returns. We do not 
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like to be looked upon as thieves, rob- 
bers or evaders and have the burden 
of proof put upon us to prove our in- 
nocence. 

“Let me compare the policy that was 
pursued in the collection of taxes in the 
United States with those which are 
pursued, for instance, in France. 
France has a general turnover sales 
tax of 11/10 per cent. She does not 
even require an affidavit to accompany 
the return. A simple form is sent to 
each taxpayer with the request that 
they fill it out, stating what their 
monthly turnover has been and to in- 
close therewith a remittance which 
represents 1 1/10 per cent thereof, and 
send it in. That is the end of it. 

“T have sufficient confidence in the 
American citizenship to believe that in 
a general way they are honest. They 
do not intentionally evade the payment 
of any tax, particularly when they 
realize so thoroughly as I believe they 
do the necessities of our government. 

“Now another strange thing—may 
seem strange to you—about the French 
taxes, is that they have not received a 
single complaint from any interest in- 
cluding the farmer. It is going along 
as smoothly as a well lubricated piece 
of machinery and the money is flowing 
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into their treasury. It is true that the 
estimate was made at the time when 
business was active and the collections 
are made after a business slump. The 
decrease which can be well made in the 
surtax, I think will result in a large in- 
crease in revenue to the government. 
It is well known that those with large 
incomes now do everything they can 
to properly, legally, with the approval 
of the law, reduce their taxes as much 
as they rightfully can by the invest- 
ment of their fund in non-taxable se- 
curities — generally speaking, idle 
money. If those investments were 
made in corporate securities the money 
would be active and the money situa- 
tion would be relieved very much. 


The Case of the Steel Corporation 


“T have listened with a great deal of 
interest to my esteemed friend, Mr. 
Plumb on the subject of taxes and his 
reference to the Steel Corporation’s 
position. Let us cast our minds back, 
if we will, to the time when the Steel 
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Corporation was formed. We were told 
that they were going to save the profits 
on the mining of the ore, on the ship- 
ment of the ore to the blast furnaces, 
on the pig iron, on the billets, on the 
bars, and on all their finished products. 
I think perhaps it might be a fair esti- 
mate to say that in each of those proc- 
esses their natural and average profit 
of certainly as low as 5 per cent may 
have been considered proper—perhaps 
10 per cent. The profit that was held up 
to us at that time as a ghost was as high 
as 70 or 80 or 90 per cent, and now we 
are beginning to get a little bit afraid 
that a profit of perhaps 4 or 5 per cent 
will kill the business of the country. 

“On the Steel Corporation’s position 
I would be inclined to dismiss the sub- 
ject by stating that there is no such 
animal. All of the leading independent 
steel mills, and there are representa- 
tives of many of them in the room, are 
in exactly the same position as the Steel 
Corporation. They own their own 
mines; they own their own transporta- 
tion; they own their blast furnaces and 
they own their steel mills, so that in a 
general way with small exceptions, the 
steel business would be on a parity. 

“Before I dismiss the steel situation 
I am going to ask that we now make up 
an inventory of the Steel Corporation. 
It is agreed among us that the Steel 
Corporation has been a real benefit, 
not only to our individual interests here 
represented, but to the world at large. 
Have they not done for us much? The 
position taken by the Steel Corporation 
in the labor issue stands out promi- 
nently in my mind as a real service to 
the public—not to us. 


The Political Argument 


“Another point it seems to me im- 
portant is this, I think it is time that 
we quit trying to camouflage in the in- 
terest of political expediency the im- 
position of taxes. What I mean by that 
is that some of our leaders in politics 
have conveyed the impression to the 
general public that these taxes were 
very largely levied upon the rich and 
the corporations. 

“I am not going to undertake to es- 
timate to what extent those taxes are 
passed on to the consumer, but it is 
very interesting to know that there 
was a well-known manufacturer of 
stoves who figured out in his own way. 
He figured out that out of $120, which 
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was the price he asked for a first class 
kitchen stove, $36 represents the taxes 
paid. I cannot conceive that a manu- 
facturer of stoves, or the manufacturer 
of any other thing is going to take 
those taxes out of his own pocket and 
absorb them. 

“It seems to me that our present 
laws do not contemplate anything of 
that sort, but the effect of that is to 
definitely increase the cost of living, 
because each of us is confronted with 
the necessity of estimating what the 
current taxes are going to be and add- 
ing them to our cost. Our estimates, 
while not purely selfish, I submit that 
they are on the conservative side and 
they reflect themselves in our selling 
prices, which means that the public at 
large is paying the bill. They do not 
realize when they go in to buy a pair of 
shoes or anything else that they pay it 
in price. Now when we desire to 
reduce the cost of living, which seems 
to be one of the necessities of the times, 
it seems to me that the sale tax is one 
method of getting at it directly. 


Interesting the Working Man 


“Now I realize that you have many 
subjects to discuss this morning and I 
am going to close, although I have some 
notes here that I made on Mr. Plumb’s 
address, that I will not now refer to; 
but I want to say in conclusion that 
this morning’s paper contains a very 
interesting item. If there is need of 
any testimonial in favor of a direct 
sales tax, which all the people can 
understand, it seems to me to be con- 
tained in this item. Before I refer to 
that let me say as a preliminary that 
in my judgment a great deal of good 
Americanism can be done by the im- 
position of a moderate sales tax. 

“T believe that the working man 
would feel a greater interest in this 

reat country of ours if he felt he 

ad a real part therein, and if he is 
called upon to pay a tax of ninety cents 
or Nine Dollars or Ninety Dollars or 
Nine Hundred Dollars per annum, in 
accordance with the amount of money 
which he spends, and knows that he is 
paying that tax, he will feel a greater 
interest in this government. 

“Suggestions have been made on this 
subject about taxation in proportion to 
the ability to pay. What I have just 
said I think will illustrate that point. 
In further illustration let us assume 
that a man has an income of Ten Mil- 
lion Dollars a year and spends Seven 
Million Dollars a year in way of living, 
he would be paying a tax on his ex- 
penditures—on the purchase of every- 
thing he bought, and the man who 
has an income of One Thousand Dol- 
lars a year would likewise be paying 
in proportion to his purchases, so that 
automatically it seems to me that a 
sales tax would be a tax based upon 
the principal of taxation according to 
ability to pay. Now for this testi- 
monial: 

“The American Federation of Labor 
will oppose any attempt to repeal the 
present system of excise of ‘luxury’ tax 
and substitute a sales tax. This policy 
was decided upon by the executive coun- 
cil in session here (Cincinnati) to-day. 
While no official announcement was 
made the Council it is understood, re- 
gards any effort to substitute a sales 
tax for the excise tax as an attempt to 
shift the burden of taxation from capi- 
tal to labor. Is not that labor politics? 
Is not that again raising this ghost of 
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capital of labor? I respectfully submit 
to this intelligent audience that there 
is no such question. I think we ought 
to omit from all of our impressions 
that camouflage of the question of capi- 
tal and labor. Capital, per se, repre- 
sents practically an inactive interest 
and usually gets but a very moderate 
return upon this investment. The real 
question it seems td me should be man- 
agement and men.” (Applause). 


Members Discuss Question 


President Biggers: Let us have 
some discussion upon this subject 
from any one in the house. 

Mr. Ireland: “Mr. Chairman and 
Gentlemen: I do not want you to 
dispose of this question until I rise 
to a question of personal privilege. 
When I listened to the wisdom of 
these two men, for whom I have such 
profound respect, and whose judg- 
ment I regard superior to mine, I am 
in a quandry as to which side of this 
question I should fall on, but for the 
fact that I am like a great many 
other people naturally inclined to 
take the side that is going to fall 
easiest on me. Now I do not know 
how it is up in this country, but 
down in my country, commodities 
have. not declined. The retailers do 
not read the papers, nor do most of 
the commission men read the papers 
and consequently they have not dis- 
covered there has been any decline in 
commodities of any kind. 

“I therefore want to say that in 
your decision I hope you will not re- 
quire me to enlarge my office space 
so as to take care of the number of 
extra inspectors that I am to have in 
my office to overlook what I am do- 
ing, if you adopt the sales tax propo- 
sition. If that be the case, that you 
will listen to my plea and will not 
force a general desire to have me in- 
crease my office space, then I want 
to make a plea in behalf of the clerks 
that I will have to turn off by reason 
of the fact that my business will 
dwindle up to the point where I can- 
not take care of them, therefore 
there will be no business left. 

“T have an estimate I have made 
of the number or the increase in the 
government inspectors that will be 
required to look after the one per 
cent tax. The number as I gather, 
according to the statistics which I 
have, the number of inspectors in the 
general government employ will be 
3,751,892 and three-quarters. 


Not Feasible in U. S. A. 

“TI estimate that there will be eigh- 
teen and one-half of those that will 
camp in my office. I have not room 
for that many and it is expensive to 
build and I have not any money to 
spare for that purpose. I know that 
my friend Charlie Asbury says that 
the French plan is for the collection 
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of one and one-tenth per cent on sales 
and they are only required to sign 
their “John Henry” at the bottom. 
That may be all right in France, but 
not in my portion of this U. S. A. 
Our government does not trust any 
one, not even its own inspectors. 
They are still inspecting the inspec- 
tors of the inspection of the inspec- 
tors of 1917, and when they will get 
through with that I do not know. 
The new administration is now start- 
ing a corps of inspectors inspecting 
expenditures of the last government, 
which is just beginning, but if this 
tax is levied there will be a change 
in the present administration which 
will necessitate the appointment of 
another corps of inspectors to in- 
spect those which are going to in- 
spect the government that has just 
gone out. 

“By the time we get through it 
will be the year 22932 before we 
reach the year in which we will get 
to what we are doing now. I know 
there are here a number of people— 
I do not know how many—who be- 
lieve in the theory that there is a 
rotation of pre-existence, that each 
30,000 years of cycles of time bring 
back some individual to live their 
lives over again. I expect that if 
this one per cent goes into effect 
some day in the next 50,000 centuries 
to meet some of the inspectors who 
will be now inspecting my business 
in the year 1921, who will then say, 
‘by the way, there is one little mat- 
ter that I want to——’ (laughter). 

“In all seriousness, I do not know 
where the thing is going to land, but 
I fee] when you get through with this 
inspection it will be a long, long time. 
I am with my friend Plumb on his 
proposition. I have been against 
him for the last five years on the 
price of his hammers, but I am with 
him on this.” 

President Biggers: 
has some reply to make. 

Mr. Asbury: “I just want to con- 
vey one point to you and then I am 
through. The cost of collection of 
all of the taxes in France, including 
the sales tax, excess profit taxes, in- 
heritance taxes, the cost of collection 
is ten million francs per annum. 
Compare that if you will with the 
fear which is in Mr. Ireland’s mind.” 

The President called on Mr. Stark 
of the Canadian Association to state 
the conditions in Canada. 

Excess Tax Eliminated in Canada 

Mr. Stark: “The sales tax with 
us is handled from the manufactur- 
ers to the jobbers and from the job- 
bers to the retailers. The retailer 
does not pay a sales tax. I might 
say for your information that a new 
budget is out from the Minister of 


Mr. Asbury 
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Finance and he has eliminated the 
excise profits tax altogether.” 

Mr. Black of Texas spoke briefly 
on the subject and expressed him- 
self in favor of a sales tax. 

Mr. Pitkin also favored the sales 
tax and said the experience of France 
would indicate that the expense of 
collection in the United States would 
not make it necessary for Mr. Ireland 
to build any wings on his store to 
accommodate inspectors. 

Mr. Plumb again addressed the 
convention and expressed the opinion 
that it was not likely that the income 
tax would be abolished but it was 
probable that the excise tax would 
be abolished and the question was 
what was going to be done to get 
revenue to replace those taxes. 

Mr. Plumb suggested that a reso- 
lution be adopted by the two Associ- 
ations asking Congress to repeal the 
excise profit tax and reduce the high 
surtax on personal income, and that 
so far as may be necessary to re- 
place the revenue so lost by taxes, 
that a tax be levied only once on the 
sales on commodities. 

Mr. Asbury suggested that it 
might be unwise for these two asso- 
ciations to act formally by record 
upon any question that may be up 
for discussion. 

President Biggers: “I think in a 
general way the point is well taken. 
We are not assembled here in any 
official capacity. We are here in a 
joint session for a discussion of mat- 
ters, not for action on any one of the 
matters.” 

Mr. Asbury moved that the resolu- 
tion be laid on the table. The mo- 
tion was put and carried. 


President Biggers called attention 
to the fact that there were several 
more subjects to be discussed on the 
program. He asked Mr. Ireland to 
take up the questions that were on 
the program for discussion. 


Other Questions 


“No. 1. How soon will the Buyers’ 
strike be broken? My answer,” said 
Mr. Ireland, “is, whenever the results 
of a day’s labor will bring to the pro- 
ducer of life commodities an equitable 
return in exchange for the articles that 
he produces from the sod. The basis of 
exchange is expressed in dollars and 
cents, but really its primary value is in 
drops of sweat and hours of toil; so that 
the value of a hammer is not fundamen- 
tally expressed in the dollars and cents, 
but in how many gallons of corn and 
wheat the farmer has to give in ex- 
change for it, and when these two values 
get out of adjustment there must of 
necessity come stagnation just the same 
as if you threw a stone in a stream to 
retard its flow a stoppage must take 
place until the incumbrance is removed. 
Now whether you believe that or not, 
it is true just the same. 


HARDWARE “AGE 


“Now the next subject—No. 2. Have 
prices touched bottom?. .-My_. answer 
is no, and it is a matter wholly within 
the province of the manufacturer and 
jobber as to when théy do. I am cer- 
tain we will not see prices back to pre- 
war levels for some time yet, because 
conditions do not admit of it, but to 
render it capable now would entail 
suffering that would be cruel and un- 
called for. However, gravitate toward 
it they must, or/we can never have 
sound economical conditions. Personal- 
ly I hope they may never go back all 
the way, but farm commodities will 
have to be brought to higher levels than 
the present if labor wants to retain a 
better range than prevails prior to 
1912. I read as I came along the 
Boardwalk ‘Gold Medal flour, Eventu- 
ally, Why not now?’ I just give you 
that as a slogan when you go back 
home, you manufacturers.” 

“No. 3. Necessity. for our wisdom 
of guaranteeing prices against decline. 
I do not see how any one should see 
difficulty in this proposal. The jobber 
is simply the reservoir for the manu- 
facturer to store products during cer- 
tain seasons of the year for future con- 
sumption. If it is to be a dependable 
reservoir it will have to be nurtured 
and rendered safe, less it leak, and 
when you call for what it is supposed 
to contain it will not be there. The 
truth is the manufacturer and jobber 
are so inter-dependent that it should 
be the policy of co-operation rather 
than sharp trading. 

“As the jobber does not set the price 
at which he buys goods, and by reason 
of competition must sell goods at com- 
parative market prices, and as he must 
anticipate the needs of the territory, 
in order that the manufacturer can 
have his goods made up, and as it is 
as necessary for one as for the 
other that he should pay for these 
goods promptly, it is obvious to any 
one who must think that no jobber can 
afford to buy goods and stock them be- 
fore they are needed, without some 
assurance of his having the goods at 
such a price that will enable him to 
compete with the market without loss, 
and any wise manufacturer can well 
afford, in order to have his orders in 
hand, suited to the wants of a certain 
territory to place the jobber in this 
position, otherwise he will have to do it 
without the aid and co-operation of the 
jobber; and in addition to these in 
order to render his accounts dependable 
and his customer a continuous one. This 
practice must prevail if business ever 
assumes voluminous proportions.” 


Overcoming a Recent Practice 


“No. 4. Name definite prices at 
time of purchase, and do not sell at 
prices ruling at time of shipment. 
This practice grew up during the in- 
sanity. It has already passed by. All 
sane merchants, in fact many manu- 
facturers and importers, find it to their 
interest after goods are purchased at 
stipulated prices to render credit memo- 
randums to the buyer because they 
have found by reason of changed condi- 
tions the goods could be furnished for 
less money, and they were wise enough 
not to want a good customer handi- 
capped by having goods at prices that 
would hinder them from meeting com- 
petition of those who bought goods 
later. You see these men expect to 
continue in business. Jobbers do not 
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control the price fixing of articles he 
buys and the very fact that he is a 
jobber, if he would be active and effi- 
cient, necessitates the establishment of 
his confidence in the stability of his 
products in order that he may pass it 
on to his customers and thus keep the 
stream of trade regular in its flow. 

“No. 5. Hardware terms: Sixty 
days, net or 2 per cent cash in ten days 
from date of shipment.’ Absolutely 
essential as these are the terms on 
which our customers are forced to sell 
goods. The manufacturer should re- 
gulate his prices so as to enable him to 
grant those terms. 

“No. 6. Relative differential in re- 
tail prices on account of present costs 
and freight advances.” I doubt if any 
one of us realizes the enormous in- 
crease in these two items, particularly 
the latter. We have had it hammered 
into us by hard knocks—the extra ad- 
vanced costs and overhead—and have 
learned by sad experience that a profit 
that would render a commensurate re- 
turn in 1913 would actually produce a 
loss in 1921, and the merchant who has 
not increased his percentum for doing 
business will find himself in a hole if 
he is not already in, but when he takes 
into the consideration the freight allow- 
ances of the past, made to practically 
deliver goods under old regimes, the 
same which enables men in competitive 
territories to figure their cost at prac- 
tically delivered prices—if we go under 
that supposition to-day we will certain- 
ly be in a hole. The comparative dif- 
ferences are practically 100 per cent 
more than they used to be and when 
we recall that most of the factories 
have withdrawn most of their allow- 
ances it becomes a serious matter, and 
I hope the 15 per cent and 20 per cent 
differential on cost will fade entirely 
from the minds of our manufacturers 
as effectually as excess profits have 
vanished for 1921.” 


Chairman Biggers: “We _ have 
practically used up our time this 
morning and we will have to dis- 
pense with any further discussion 
of these topics. They are all very 
important to the jobber and very 
important to the manufacturer. We 
have a man with us who can sum up 
business conditions, I think, as well 
as any man that I know of in our 
industry, and I think instead of con- 
tinuing the open discussion at this 
time we should hear from the speak- 
ers whom we have requested to be 
with us to-day and I am going to 
ask one of our good friends, Walter 
Thomas to introduce him.” 


Introducing Peter O. Knight 


Mr. Thomas: “Mr, Chairman and 
Gentlemen of the American Hard- 
ware Manufacturers’ Association 
and the Southern Hardware Jobbers’ 
Association: It is my pleasure this 
morning to introduce to you a man 
that has been my business associate 
for twenty-one years and is a very 
close friend. Strange as this may 
sound, but it is true, he is a man that 
is a lawyer as well as a business man. 
Strange as this may sound my 
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friends, it is true—a man that has 
never swam with the tide on any 
public or private question in order 
to receive public applause. He is the 
general counsel of the Southern 
Hardware Jobbers’ Association and 
last but not least, is the President of 
the Tampa Hardware Co. The gen- 
tleman in question is Hon. Peter O. 
Knight, of Tampa, Florida, the 


brightest spot in the United States 
to-day.” 


Mr. Knight spoke as follows: 


“Last fall liberty loving and consti- 
tution loving men, real Americans said 
they were through with phrase-making, 
half-baked theories, damnfoolism, men- 
tal joy riding and intellectual sky 
climbing and were going to get back to 
the Constitution and common sense. If 
it had not been for the negro question 
in the South that magnificent gentle- 
man who sits in the White House would 
have carried every state in the Union. 
We are going to notify Sam Gompers 
and the other leaders of the American 
Federation of Labor that we are not 
going to continue to live under the 
Constitution of the American Federa- 
tion of Labor, but under the Constitu- 
tion of the United States. We are 
not going to live under the red flag of 
Socialism, but under the American flag. 

“When the labor and tax problems 
are settled confidence will be restored, 
and when confidence is restored there 
will be prosperity in this country such 
as has never before even been dreamed 
of. 


Realizing Conditions 


“I think it is time to get back to 
earth and realize just where we are 
and what we have accomplished. As 
soon as men forget details that bother 
them and come to realize the funda- 
mental stability of this country and its 
government the situation will improve. 
It cannot be impressed too forcibly on 
you business men that you cannot have 
sound business unless you have sound 
government.” 


Thursday Afternoon 


The Convention met in Executive 
Session at 2:30 o’clock in the after- 
noon. 

W. B. Biggers, secretary and gen- 
eral manager of the Continental 
Company, Detroit, Michigan, then 
addressed the Association, outlining 
the situation in regard to the manu- 
facture of screen doors and window 
screens. T. W. Porter, Secretary of 
the U. S. Hame Co., Buffalo, N. Y., 
then spoke on the Hame situation. 

W. C. Kelly, President of the Kelly 
Axe Manufacturing Co., Charleston, 
West Va., spoke at some length on 
the subject of the axe situation. 

Irby Bennett, who was on the pro- 
gram to speak on the ammunition 
situation, was absent owing to se- 
vere illness, 

The chain situation was discussed 
by A. P. Van Schaick, general sales 
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manager, American Chain Co., 
Bridgeport, Conn. 

Robert Cowdery of the American 
Fork & Hoe Co., Cleveland, Ohio, 
spoke in regard to the hoe situation. 
He elaborated on the difficulty ex- 
perienced in securing satisfactory 
lumber for the manufacture of hoe 
handles. 

The bolt situation was discussed 
by S. D. Latty, Kirk Latty Manu- 
facturing Co., Cleveland, Ohio. 

Wayne Dinsmore of Chicago, IIl., 
was the last speaker of the session. 
He said he represented an association 
that was encouraging the more ex- 


Mr. and Mrs. Arthur 
I. Platt, Bridgeport 
Hdw. & Mfg. Corp. 


Edwin S. Mil- 

ler, Keystone 

Mfg. Co., Buf- 
falo 


tensive use of horses and mules 
throughout the country. 


Manufacturers for Tax Revision 


President Biggers called the man- 
ufacturers together for the final 
executive session at 10 a. m. He 
announced that arrangements had 
been made for a joint session with 
the jobbers at 11.30 a. m., but the 
unfinished work of the individual 
associations was so great as to pre- 
vent it. The Resolutions Committee 
was then called on for a report, 
which was read by Murray Sargent. 
C. K. Anderson of the American 
Wire Fabric Co. spoke briefly on 
foreign trade, and presented a reso- 
lution dealing with the present sit- 
uation. There was some discussion 
and revision, after which the fol- 
lowing resolutions were adopted: 

RESOLVED: That the excess 
profits tax should be repealed and 
the higher surtaxes on personal in- 
come be reduced. 


RESOLVED: That any consid- 
eration by Congress of revision of 
Federal taxation should first ex- 
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haust the possibilities of retrench- 
ment and reduction in Federal ex- 
penditures and of increased effi- 
ciency through the consolidation of 
Government bureaus before con- 
sidering the imposition of new 
taxes, if necessary, to replace the 
excess profits tax and the higher 
surtaxes on personal income. 


RESOLVED: That it is the judg- 
ment of this convention that legis- 
lation which will require large ex- 
penditures should be avoided as far 
as possible. While we recommend 
that Government expenditures be 
liberal to provide for the proper 
care of the wounded and disabled 
ex-service men during the period 
of their convalescence, we are con- 
vinced that the principle of’ pay- 
ment of a money bonus to them is 
economically unsound and that we 
are opposed to the imposition of 
any additional taxes to raise rev- 
enue for such a purpose, because we 
feel that it will defer the readjust- 
ment process. 


WHEREAS: We have given care- 
ful consideration to the report of 
our Committee on Industrial Legis- 
lation, which report sets forth the 
activities of that committee in pre- 
senting to Congress our reasons for 
a revision of the basket clause. 


THEREFORE BE IT RE- 
SOLVED: That we endorse and ap- 
prove the report of the committee 
and recommend that activities in 
the same line be continued. 


BE IT FURTHER RESOLVED: 
That the report of the committee, 
expressing adverse judgment upon 
the pending bill for the restriction 
of immigration, be also approved. 


RESOLVED: That American in- 
dustry is severely handicapped in 
the effort to attain a readjustment 
of economic conditions through the 
serious interference in transporta- 
tion, both by rail and water. 

A reduction of freight rates is 
of vital necessity to American in- 
dustry. It is realized, however, 
that this reduction is contingent 
upon the proper adjustment of wage 
expense, the burden of which is 
now borne by the railroad. 

As affecting water transporta- 
tion, the so-called La Follette Sea- 
man’s Bill is a serious deterrent 
in the development of an American 
Merchant Marine. We recommend 
prompt and general revision of the 
bill. 


WHEREAS: It is recognized that 
among the various countries of the 


world there is a very serious short- 
age of products which this country 
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is potentially in a position to sup- 
ply, and that production capacity 
in this country is greater than the 
normal demand, and 


WHEREAS: Exporting this mer- 
chandise is the only means of using 
this capacity, and 

WHEREAS: The solution de- 
pends on our ability to create ade- 
quate facilities for the purpose of 
drawing upon surplus American in- 
vestment funds in order that the 
long-term credits so badly needed 
by the disorganized countries of 
the world may be furnished. 

Therefore, be it resolved, that the 
American Manufacturers’ Associa- 
tion, assembled in formal meeting 
in Atlantic City, May 13, 1921, 
urges the creation of additional 
machinery under the Edge law to 
facilitate extension of long-term 
credits to promote free exchange of 
exports and imports. 

After the resolution had been 
acted upon, A. T. Simonds gave a 
very interesting talk on economics. 
Mr. Simonds has given this subject 
considerable thought, and expressed 
the view that high schools and uni- 
versities should include the study 
of business economics in their reg- 
ular course. 

He was followed by Mr. Moore 
of the American Ever Ready Co., 
who gave a decidedly snappy talk 
on the stimulating of sales effort. 
Mr. Moore contended that there is 
good business to be had for the 
man or the firm that goes out after 
it. A general discussion followed, 
after which the session formally 
adjourned until the fall meeting. 


The Friday Session 

Mr. Ireland first addressed the 
meeting Friday morning with a ré- 
sumé of work accomplished by the 
Association in the last decade. He 
outlined the early history of the As- 
sociation, with its officers who were 
active in the early organization of 
the Association. He said there had 
never been a meeting of the Associa- 
tion that he had attended in the last 


HARDWARE AGE 


thirty years where he had not re- 
ceived information which was much 
more valuable than the entire ex- 
pense of his trip to the Association, 
as well as his dues, for the year. 

Owing to the lateness of the hour 
the subject of “How to Arrive at 
Compensation of Traveling Sales- 
men,” was not discussed, nor the sub- 
ject, “‘Are Automobile Accessories 
and Tires Profitable to our Mem- 
bers?” 

Mr. Jacobi of North Carolina ad- 
dressed the Association briefly on the 
prosperous outlook for business in 
North Carolina. He said a large 
amount of money had been appropri- 
ated for the building of roads, for 
educational purposes and _ other 
things. He said that he believed the 
hardware jobbers, as a rule, in his 
section, were well stocked with agri- 
cultural hardware, but he did not 
think they were overstocked with 
other lines. He predicted that when 
the North Carolina farmers got in 
the habit of raising everything they 
needed for home cr nsumption, with- 
out having to purchase same from 
other sources, and then sell their sur- 
plus, they would soon be in a very 
prosperous condition. 

The Auditing Committee reported 
they had found the books of the 
Secretary-Treasurer in proper con- 
dition. 

The election of officers followed. 
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The New Officers 

President, W. M. Pitkin, of A. 
Baldwin & Co., New Orleans; first 
vice-president, S. C. House, of House- 
Hasson Hardware Co., Knoxville, 
Tenn.; second vice-president, Mark 
Lyons, of McGowin-Lyons Hardware 
& Supply Co., Mobile, Ala.; member 
of Executive Committee, G. A. 
Trumbull, of Huey & Philip Hard- 
ware Co., Dallas, Texas. 

Mr. Pitkin, newly elected presi- 
dent, in thanking the Association for 
the honor conferred upon him, sug- 
gested the creation of several new 
standing committees to take up vari- 
ous activities connected with the As- 
sociation for the coming year. This 
matter was referred to the Execu- 
tive Committee. The Executive 
Committee was also instructed to 
make a poll of the membership as to 
their wishes for the next place of 
meeting. 

Mr. Lyons thanked the Association 
for the honor conferred upon him in 
electing him to the office of second 
vice-president, 

Mr. Knight thanked the Conven- 
tion for inviting him to attend, and 
said although he had very important 
matters to look after at Washington, 
he felt he had been well repaid for 
the time spent with the Association 
during the Atlantic City Convention. 

Thereupon the convention § ad- 
journed sine die. 


Reunion of “Old Guard” 


THVHE Old Guard Southern Hard- 
ware Salesmen’s Association 
held its annual convention at the 
Marlborough-Blenheim Hotel, At- 
lantic City, on May 12. The attend- 
ance was good and the fraternal 
spirit was everywhere in evidence. 
Secretary Boyd read his report, 
calling attention to the election of 
one new member, George F. Smith, 
with Heller Bros. Co., Newark, N. J. 
He announced the resignation of 
one member, and the death of an- 
other, Theodore P. Votteler, Brook- 
lyn, N. Y. 
He further reported on the erec- 


tion of memorials to deceased mem- 
bers, one of which was offered to 
the family of the late Daniel Stern. 
The sick list, according to the sec- 
retary, has been a long one during 
the past year, but the latest reports 
are good. 

Attention was called to the fact 

(Continued on page 100) 




















“Batter Up!” “Strike One!” The Game Is On 


Every Boy Is Out on the Back Lots These Days Playing “One OP 
Cat” and Scrub—To-Morrow He Is the Golfer and the Tennis 
Player Who Buys His Hardware and Sport Goods at Your Store 


By LLEw 8. SOULE 


AVL 





TTT ELLIE 
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CRUB One! 
S The old familiar war cry of 


juvenile baseball is with us 
again. From the schoolhouse steps 
there is the same mad scramble to- 
ward the vacant lots as existed in 
our own kid days. The fortunate 
possessor of a league ball or a “Babe 
Ruth” bat is still able to nominate 
the pitcher and win out on the close 
decisions. There is always a fas- 
cination about those sand-lot games. 
To me they have the championship 
series backed off the boards. The 
tousle-headed kid is your real sports- 
man. There is nothing professional 
about him. He plays ball for sheer 


love of the game, and when he 
wrangles over a decision his whole 
heart and soul goes into the argu- 
menf. A session in the sand lots is 
the best tonic known for renewing 
your youth, but take a tip from one 
who knows—don’t volunteer to act 
as umpire. It’s no ordinary man’s 
job. Just watch the game from. the 
side lines, bearing in mind that the 
sunburnt, barefooted, freckle-faced 
ball tossers are future golfers, ten- 
nis stars, trapshooters, hunters, 
fishermen and automobile enthusi- 
asts. Every time you look at those 
young disciples of sport you are 
gazing on your profit possibilities 
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HIN iH! 


At this writing “Babe” Ruth has made his twelfth home run and Long George Kelly is 
hot on his trail. Every hardwire dealer should have made many home runs to the cash register 
from the sporting goods department and plenty of singles. May your customers be the umpires 
that always decide in favor of your store and never yell “Yer out!” 


of the future. The treatment you 
accord them will be reflected in your 
cash register for years to come. A 
little thought along this line may 
induce a few retail hardware dealers 
to cater just a little more to the kid 
and his sporting goods needs. A 
cheap ball, or glove, or bat may not 
look big to you, but it’s everything 
to some boy who can’t afford equip- 
ment of the big leaguer. It’s also 
a stepping stone to a lifetime of 
sales. Give the kid a chance in 
your sporting goods department. 
This is the open season for out- 
of-door sports. During the past 
few years all of us, young and old, 
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have been learning how to play, and 
why? You know the answer—the 
war. When the draft took thou- 
sands of our best men into the train- 
ing camps, many of them had al- 
most forgotten the taste of fresh 
air. They couldn’t jump a three- 
foot ditch without bowing to the 
liniment bottle. In camp. they 
learned to march, to shoot, to sleep 
on the hard ground, and last, but 
not least, to play again. They shed 
their years as a horse sheds its win- 
ter coat of hair. Army experts dug 
up for them all the old games of 
school days and added a bunch of 
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we became a nation of athletes, and 
the way our representatives gath- 
ered in championships in the realm 
of clean sports has made the world 
sit up and take notice. Those of us 
who couldn’t do our bit in the ranks 
have taken due notice of the physi- 
cal condition of those fellows who 
were more fortunate. We have 
seen office men and clerks come back 
as athletes, and we have said, “This 
outdoor sport stuff is great.” Then 
we have hustled out and taken on a 
load of golf equipment or bought a 
tennis racquet. Mothers, too, have 
noted the trend and have mapped 
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the progressive hardware dealer is 
summed up as follows: Take a day 
off to investigate the profit possibili- 
ties of the new play era. Make a 
mental note of the staid and sober 
mortals of your acquaintance who 
spend long hours following the elu- 
sive golf ball over the home-town 
links. Count the kids you see on the 
vacant lots playing the good old na- 
tional game. Take a quiet census 
of the tennis courts and nearby 
beaches. Get a line on the local 
trapshooters, hunters and fishermen. 
Then go back to your desk and do 
some figuring. Five minutes with 
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This is how the National Hardware Stores, Inc., displayed the sporting goods that they carry. It is a most complete 


to the list. Training 
camps became, for several hours 
each day, mammoth playgrounds, 
where men were rejuvenated and 
made fit for war through the me- 
dium of play. 

Then the armistice was signed, 
and those rebuilt boys came back to 
civil life, bringing with them the 
old boy love for sport—for life and 
action in the open. Sports of all 
kinds took on a revival, which hasn’t 
yet reached its zenith. Overnight 


new ones 





window and is easily made. 


out more recreation periods for 
healthy sports. So it has gone on 
until we are all on the sport list, 
active prospects for anything and 
everything sold in the _ sporting 
goods departments. All we need is 
a little cultivating, a little show of 
interest on the part of the sales- 
man, to change our sport thoughts 
into real cash. 

“What has all this to do with 
hardware?” you ask. More perhaps 
than you imagine. My advice to 








those notes and a lead pencil will 
convince the most skeptical mer- 
chant that somebody in his town has 
uncovered a real profit lead in sport- 
ing goods sales—in goods which pay 
a handsome profit, and which sell 
easily, because the sales road has 
been paved with pleasure. This 
summer should be the record- 
breaker from a_ sporting goods 
angle. Why not take advantage of 
the opportunity circumstance has 
made for you? To-day is the day. 
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Bowden & Panion, Spring Valley, Minn., 


To-morrow may have transferred 
your opportunity to someone who 
sees farther. Besides, to-morrow 
never really comes. The period for 
action is right now. You have or 
can easily get those things that red- 
blooded people want for their sum- 
mer sports—the tennis and golf 


used much ingenuity in building this display. Real running water, a scenic effect 
and live fish were used. 


goods, the guns and ammunition, window hold out invitations that 
the basketballs and footballs, the simply cannot be refused. Play a 
bicycles, the fishing tackle, the camp little yourself to get into the spirit 
outfits, and last, but not least, ‘the of the game, and combine business 
baseball line to fit the pocketbooks with pleasure and profit. 

of those kids in the vacant lots. The National Hardware Stores, 
Take the whole out-of-doors into Inc., recently installed a sporting 
your confidence. Make your show goods window in one of its stores 
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The Joplin Hardware Co., Joplin, Mo., also used scenic effects with great results. The window drew good crowds and much 
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which seems to me to be an excep- 
tionally good one for opening the 
summer season. It is a simply-ar- 
ranged display, but one capable of 
producing real results. The back of 
the window was covered with crepe 
paper, which is easily applied and 
lends itself readily to display pur- 
poses. Almost no fixtures were em- 
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wall and side of the window were 
sampled with ball gloves, masks, 
chest protectors, golf sticks, etc., 
with a few well-chosen display cards 
furnished by the manufacturers. 
A unique part of the display was 
a shelf arranged at a convenient 
height on the back wall to accommo- 
date a display of baseball goods. It 
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—From the New York Tribune 


“When a Feller Needs a Friend.” 


ployed, the goods being shown on 
the floor, the walls and a simply- 
constructed pyramidal platform or 
series of stair steps placed in the 
center of the window. The imme- 
diate foreground was trimmed with 
such small sport accessories as reels, 
bait boxes, tackle boxes, fish lines, 
etc. Just in front of the center 
platform a few cut-out figures were 
utilized to stage a miniature ball 
game. On the steps was a general 
display of sporting goods, while the 
top of the fixture carried a fan-like 
display of baseball bats. The back 


was an attractive display, and it 
carried a real selling punch. 


Good Bait for Fishermen 


Not long ago the firm of Bowden 
& Panion, Spring Valley, Minn., 
gave the local sportsmen a treat in 
the form of a very novel and effec- 
tive fisherman’s window. It was 
designed and installed by George 
Panion, Jr., and its selling pull was 
so marked that it was kept on the 
job for several weeks. The window 
represents a lake, nestling at the 
base of a high bluff, with a minia- 
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ture waterfall and all the lure of 
a fisherman’s paradise. In the back- 
ground is a painted scene of the 
open country leading up to the bluffs 
which overlook the lake. There is 
a fence along the top of the cliff, 
behind which the cattle are seen 
grazing. The rock formation is 
fashioned from crushed tin, formed 
to imitate bluffs. The moss on the 
rocks is made from cheap bath 
toweling, dyed green. The fence is 
constructed of sand screen and the 
trees are shumate, also dyed green. 
A water pipe connected up back of 
the rocks furnishes the water for 
the falls, and a suitable outlet pre- 
vents the lake from overflowing. 
The basin of the lake, like the 
bluffs, is fashioned from tin. In 
the pond were real, live fish—trout, 
shiners and gold fish—and on its 
surface was a tiny boat and a couple 
of miniature fishermen. The imme- 


diate foreground of the window was 


utilized to display various kinds of 
fishing tackle. Do you think you 
could pass that window without 
having your good right hand itch 
for the feel of the rod and reel? 
Not if you are the human individ- 
ual you should be to successfully sell 
sporting goods. 


A Sport Window That Exploits 
Community Interest 


Timely events and public move- 
ments, which have for their ulti- 
mate aim the progress of the com- 
munity, are of frequent occurrence 
in every live town, and just as fre- 
quently, those merchants who are 
awake to the opportunity and the 
importance of the silent pulling 
power of windows “tied up” to such 
events and movements take advan- 
tage of the situations arising and 
build a patronage for the future. 

The Joplin Hardware Co., of Jop- 
lin, Mo., through special windows, 
designed and built by its manager, 
C. H. Arcularius, gives splendid il- 
lustrations of what can be done in 
the way of exploiting community 
enterprise, at the same time dis- 
playing merchandise which “fits in” 
with the undertaking. 

Just a year ago the Ozark Play- 
grounds Association was organized, 
which had for its purpose the devel- 
opment of a region for decades 
past noted for its rare scenic 
beauty. The association embraces 
fourteen counties of Southern Mis- 
souri and Northern Arkansas. The 
initial year of co-operative effort, 
1920, proved a most successful one, 
and thousands of tourists from 
every section of the United States 
were gladdened by their visits to 
America’s newest playgrounds. The 

(Continued on page 89) 
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THE DISTRIBUTOR’S PROBLEM 





HE hardware distributors of the United States to-day are short on merchandise 
information. Their vital problem is not so much conditions as education. 


qt is not a question of fault on the part of those in the ranks. It is simply and 
solely because the war has taken its toll of salesmen. The selling organizations of this 
country are filled with recruits. The veterans are in the minority. 


q Recently the manager of a wholesale hardware house requested the representative of a 
tool manufacturer to talk to his salesmen, and stated that the men now in his employ 
were less familiar with hardware products than those of his force prior to the war. 


q The suggestion started a train of thought in that representative’s mind. He investi- 
gated. He traveled from Pittsburgh to Salina, Kan.; from Louisville to Winnipeg, Canada. 
He made a detailed study of the present situation regarding hardware salesmen—whole- 
sale and retail. He compiled a record of the drift of hardware salesmen from the field 
since 1914. His figures show an alarming decrease in vital selling force. 


q The observations of this manufacturer’s representative indicate that only 25 per cent 
of the men who were selling hardware over the retail counters in 1914 are still at the 
old job. They further indicate that only about one per cent of those who left have drifted 
into other hardware stoves. 


q Only about one per cent of the new mien who have stepped behind the retail counters 
have had previous hardware experience. 


q These men, through no fault of their own, are not yet to be classed as hardware men. 
Their former occupations did not require them to study hardware items; to learn brands 
used, qualities and selling arguments. They have not been in their present positions long 
enough under the most favorable circumstances to become thoroughly conversant with 
retail hardware problems. Also, conditions during the war and the early armistice period 
were such that it was possible to sell, with little or no effort, anything that would even 
approximately answer the requirements of the buyer. That time is now past. 


q To many of these men a hammer is simply something with which to drive nails. A saw 
is but a tool to cut wood or iron. Such things as quality, brand, finish, and long-established 
reputation mean very little to them. Constructive selling is to them almost a closed book. 


q According to the representative referred to, conditions with regard to jobbers’ sales 
forces are almost as bad. He figures that only about 40 per cent of the pre-war traveling 
salesmen are. still in their old positions. Of the 60 per cent who have shifted their lines 
of endeavor, not more than five per cent have continued in the hardware game. 


q Undoubtedly similar conditions exist in the selling organizations of other trades, but 
that in no wise detracts from the seriousness of the situation. 


q If the figures presented are only approximately correct they indicate an alarming decrease 
in the selling power of the merchandise distributors. We could discount his totals 50 per 
cent and they would still show a vital necessity for immediate united action on the part 
of manufacturers, wholesalers and retail merchants. 


q Business prosperity depends absolutely on sales, and sales hinge on knowledge. If busi- 
ness is to climb back to that much-discussed and earnestly desired normal plane, business 
men must first get back to fundamentals. Manufacturers must do their utmost to impart 
to wholesalers and retailers full information regarding the wares they produce. Whole- 
salers must teach their representatives not only to sell, but to pass on their selling infor- 
mation. Retail merchants must educate their salesmen and that education must be based 
upon accurate knowledge of the merchandise to be sold. 


q The prestige of selling, as well as our future prosperity, hangs in the balance. What are 


you going to do about it? 
83 
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Shaking Down Delinquent Income Tax Payers 


Treasury Said to Be Cleaning Up Nearly Half a Billion Per An- 
num—Supreme Court Taxes Increased Value of Capital Assets 


WASHINGTON, May 23, 1921. 


HAT Uncle Sam is shaking down 
delinquent taxpayers at the rate 
of $35,000,000 per month, or 

almost half a billion dollars per an- 
num, is the startling statement made 
to the Senate Finance Committee dur- 
ing the past week by an expert who 
has taken special pains to inform him- 
self concerning the work of the In- 
ternal Revenue auditors who are now 
scanning income tax returns of cor- 
porations and individuals for the years 
1917, 1918 and 1919. This additional 
revenue would seem to put the Treas- 
ury on Easy Street and, as the witness 
declared, would make it a matter of 
little consequence to the Government 
should the excess profits tax be re- 
pealed without the substitution of a 
sales tax to close the gap in the na- 
tional revenues thus created. 

The auditing of income tax returns 
has been proceeding slowly and quietly. 
Great thoroughness has marked the 
work, however, and the fact that the 
public has had little information con- 
cerning results is doubtless due to the 
reluctance of corporations and _ indi- 
viduals who have been forced to come 
across with additional payments to pub- 
lish the facts concerning the experts’ 
findings. 

Now and then one of the big con- 
cerns, like one of the larger indepen- 
dent steel corporations, is dragged out 
into what Grover Cleveland used to call 
“the keen, bright sunlight of publicity” 
and forced to shell out a few extra 
millions, but usually the negotiations 
between the Internal Revenue Bureau 
and the corporation or individual are 
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carried on as quietly as possible and 
each incident is closed with little if any 
publicity. 


Why the Gum-Shoe Tactics? 


One reason why the Internal Revenue 
Bureau is employing gum-shoe tactics 
in pursuing delinquents and is care- 
fully avoiding court proceedings, except 
for test purposes in so-called friendly 
suits, is the fact that our income tax 
laws have become so complicated that 
there is hardly a court in the country 
that would convict a corporation of- 
ficial or a private individual of know- 
ingly making a false or fraudulent re- 
turn. A lawyer would not'need to hail 
from Philadelphia to be able to con- 
vince the average judge that even Solo- 
mon in all his wisdom could not pos- 
sibly know whether the average cor- 
poration income return was properly 
made. 

Individual income tax returns do not 
present so much complexity, but, at 
that, the Internal Revenue Bureau 
would hesitate to hale the most care- 
less individual into court lest an irri- 
table judge should denounce the statute 
for a mess of red tape, and the 
Bureau’s schedules as the work of bu- 
reaucratic imbeciles. 

In other words, Uncle Sam is willing 
to take your money in squaring any 
little mistake you may have made and 
let it go as a blunder made in good 
faith. This is a philosophical view to 
take of the matter, for unquestionably 
if the Government should undertake to 
punish delinquents through the aid of 
the courts there would be so many ac- 
quittals as to bring the law into con- 
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tempt and greatly encourage future at- 
tempts at evasion. 


Would Exempt Corporation Dividends 


The expert who has made such an 
interesting contribution to the data 
presented to the Senate Finance Com- 
mittee during the current hearings on 
Internal Revenue tax readjustment is H. 
Archibald Harris of Chicago. Another 
startling proposition which he urged 
upon the Committee was the continu- 
ance of the excess profits tax, but the 
exemption of corporation dividends 
from surtaxes. 

“Release the tax on individuals even 
though you strike the corporations 
more heavily,” the witness urged. 
“Then tax the interest on bonds and 
preferred stocks and other issues of a 
passive income nature. By relieving 
the tax on dividends we are going to 
have a great clamor for stocks of all 
kinds, and the present bonds and pre- 
ferred stocks will be converted into 
common stocks, all of which will be 
active capital.” 

The changes proposed, Mr. Harris be- 
lieved, would make active capital a 
better investment than tying money up 
in tax-free bonds. He added that he 
felt the excess-profits tax had not lost 
its productivity, and believed strongly 
that the suggested elimination of cor- 
poration dividends from surtaxes would 
aid materially in restoring the coun- 
try’s industrial health. 

Mr. Harris also urged the commit- 
tee to initiate a measure designed to 
prevent further issues of tax-free se- 
curities by State and local govern- 
ments. Many billions of dollars’ worth 
of tax-free securities have been floated 
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by cities and towns in the past three 
years, and nothing short of a constitu- 
tional amendment can put a stop to the 
flood. 


Some Nice Tax-Free Investments 


Men of wealth are buying these gilt- 
edged bonds on a 6 per cent, tax-free 
basis in preference to investing in pre- 
ferred or common stocks of manufac- 
turing corporations and the country is 
feeling the pinch. Absolutely nothing 
can be done in the way of imposing 
Federal taxes on income derived from 
bonds already issued but a constitu- 
tional amendment would enable the 
Federal Government to prevent further 
flotations in future. 

The difficulty in securing the adop- 
tion of such an amendment, however, 
would be the reluctance of the States 
to relinquish their present right to issue 
tax-free securities, and if fifteen or 
twenty of the States should refuse to 
ratify the amendment Uncle Sam would 
continue to hold the bag. Nothing 
short of a great national “drive” to 
develop sentiment on patriotic grounds 
could possibly put this over. 


Important Court Ruling on Taxes 

The United States Supreme Court 
started a golden tide of revenue toward 
the Federal Treasury coffers in an im- 
portant decision handed down during 
the past week in the case of the appeal 
ef the La Belle Iron Works, an Ohio 
concern, from an Internal Revenue 
Bureau ruling. The court holds that 
increased value of a capital asset can 
not be treated as “invested capital,” but 
must be considered, in computing pro- 
fits of the corporation for the year in 
which the conversion of the increase 
into capital occurred. 

The Solicitor General told the court 
that the La Belle Iron Works suit was 
“the most important legal action af- 
fecting Federal finances that has arisen 
for several decades.” The _ specific 
point at issue was whether the ore 
lands in the Mesaba range of Minne- 
sota, purchased for $190,000 prior to 
1904 could be returned by the iron com- 
pany at a new valuation of $10,000,000 
in 1917, the increase being covered by 
a stock issue and carried under in- 
vested capital. 

Meaning of “Invested Capital” 


“We think the meaning of the act 
as to invested capital is perfectly 
clear,” said Justice Pitney, in deliver- 
ing the court’s decision. “It defined 
this term to mean (1) actual cash paid 
in, (2) the actual cash value at the 
time of payment of assets other than 
cash paid in, and (3) paid in or earned 
surplus and undivided profits used or 
employed in the business, but not to 
include money or other property bor- 
rowed. 

“When speaking of the capital of a 
business corporation or partnership 
such as the Act deals with ‘to invest’ 
imports, a laying out of money or 
money’s worth with a view to obtain- 
ing income or profit from the conduct 
of a business. 

“In order to adhere to this restricted 
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meaning and avoid exaggerated valua- 
tion, the draftsman of the Act resorted 
to the test of including nothing but 
money, or money’s worth, actually con- 
tributed or converted in exchange for 
shares of capital stock, or actually ac- 
quired through the business activities 
of the corporation or partnership and 
coming in ab extra by way of increase 
over the original capital stock. How 
consistently this was carried out be- 
comes evident as the section (Sec. 207) 
is examined in detail. 

“The same controlling thought is 
carried into the proviso. Every line 
shows evidence of a legislative purpose 
to confine the account to such items as 
were paid for in stock or share specifi- 
cally issued for it, and to their values 
‘at time of such payment.’ ” 

It is estimated that several hundred 
millions of dollars are involved in this 
decision. Almost all corporations and 
many partnerships carry on their books 
an item showing substantial sums re- 
sulting from the appreciated value of 
capital assets, especially in the way of 
real estate. 


Beach-Nut Case in Supreme Court 


The case instituted against the Beech- 
Nut Packing Company by the Federal 
Trade Commission for refusing to sell 
its products to price cutters has finally 
reached the United States Supreme 
Court, where it has been docketed for 
argument. No previous case involving 
a price-maintenance question—not even 
the famous Colgate case now so often 
quoted—has aroused greater attention 
than that instituted by the Commission 
against the packing company. 

The economics of the standard price 
policy are set forth in this case more 
clearly and are less complicated by un- 
related and damaging facts than in any 
cases which have preceded it. The agreed 
statement of facts upon which the case 
has gone to the Supreme Court elim- 
inates all question of contracts, patent 
rights, copy-right rights or monopoly. 

The issue is clear-cut whether the 
independent refusal by a manufacturer 
to sell to dealers who either do not 
charge the prices suggested by him, or 
resell to other dealers who do not charge 
such prices, constitutes an unfair meth- 
od of competition within the meaning of 
Section 5 of the Federal Trade Com- 
mission Act in the absence of any pur- 
pose to create or maintain a monopoly. 


Is Refusal-to-Sell Policy Unlawful? 


The question to be argued in this 
case, according to the brief filed in the 
Supreme Court by counsel for the pack- 
ing company, is whether the Circuit 
Court of Appeals, erred in holding that 
the Beech-Nut refusal-to-sell policy does 
not constitute an unfair method of com- 
petition within the meaning of the 
Trade Commission Act. That court set 
aside the order of the commission upon 
the ground that the conclusion of the 
commission that such policy does con- 
stitute an unfair method of competi- 
tion cannot “be sustained in the face 
of the decision in the Colgate case,” 
wherein it was held that a “similar” 
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policy “constitutes merely the exercise 
of a man’s right to do what he will 
with his own, and is not obnoxious to 
the Sherman Act.” 

The Beech-Nut refusal-to-sell policy, 
as defined in the complaint, agreed 
statement of facts and findings as to the 
facts, is, in essence, this: The Beech- 
Nut Packing Company, engaged in an 
entirely private and strictly competitive 
manufacturing business and exercising 
its own independent discretion in the 
normal course of its own individual 
trdde with its own customers, directly 
and separately, merely refuses to sell 
its own lawfully possessed property 
(ligitimate articles of commerce) to 
dealers who are not desired by it as 
customers for the reason that they 
either do not charge prices suggested 
by it, or resell to other dealers who do 
not charge such prices. Sales actually 
made, however, are unconditional and 
absolute. 


No Restraint Imposed by Manufac- 
turers 


When the Company does sell, it does 
not impose any restraint whatever up- 
on the right of the dealers freely to 
sell the Beech-Nut products bought and 
owned by them as they please, at any 
price they please, to whom they please, 
by contracts or agreements, whether ex- 
pressed or implied. Each buyer receives, 
upon each sale, a clear, full and un- 
qualified title and is entirely free to sell 
the property so bought and owned by him 
in the exercise of his own independent 
discretion. 

All that dealers cannot do, so far as 
the company is concerned, is to buy 
from it unless and until it chooses to 
sell. There is no charge or finding in 
the record of any purpose by the com- 
pany to create or maintain a monopoly 
or of any combination either between 
the company and competing manufac- 
turers, between competing dealers or 
betweén the company and its dealers. 

There is no charge or finding of any 
purpose by, the company opposed to 
good morals because characterized by 
fraud, deception, misrepresentation, 
bad faith, intimidation, oppression or 
some other such wrongful element. 
There is no charge of finding in the 
record that the company effects any 
contracts or agreements, whether ex- 
pressed or implied, with its dealers re- 
stricting their right freely to sell. 

On the contrary, the commission of- 
ficially admits in the agreed statement 
and officially finds as a fact in the find- 
ing as to the fact that “the merchandis- 
ing conduct of respondent, heretofore 
defined and as herein involved, does not 
constitute a contract of contracts 
whereby resale prices are fixed, main- 
tained and enforced.” The agreed 
statement neither alleges nor recites 
any facts from which it could be prop- 
erly concluded that the suggested 
prices are other than fair and reason- 
able in all respects. That is all there 
is of it, counsel declares. 


Not Yet “Running On High” 
That business throughout the coun- 
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try is decidedly on the up grade but 
not yet “running on high” is the con- 
clusion of Chairman A. W. Douglas of 
the committee on statistics and stan- 
dards of the Chamber of Commerce of 
the United States, after an exhaustive 
review of conditions in all the impor- 
tant centres. 

“The great mass of the people are 
looking the facts squarely in the face,” 
says Mr. Douglas’ report. “There are 
no delusions as to any sudden return to 
prosperity nor of advancing prices, nor 
of scarcity in any lines. 

“There is the realization that both 
time and patience are required to work 
out the problems which confront us. 
The many have accepted the situation, 
and are adapting themselves to the in- 
evitable, which is that much progress 
made in the way of readjustment. 

“In many of the large centers here 
is the curious paradox of much un- 
employment accompanied by growing 
savings accounts. The explanation 
seems to be that those who have jobs 
are none too certain of them and are 
easting consequent anchors to wind- 
ward in the shape of less spending. 

The financial position of the farmer 
grows stronger as he is gradually 
liquidating his obligations, decreasing 
his cost of production, and finding 
more economical methods of distribu- 
tion, largely through his cooperative 
associations. 


An Embarrassment of Riches 


“It is one of the ironies of economics 
that the present business stagnation 
arises largely from an over abundance 
of wealth that can not find a market. 
The copper industry illustrates this by 
having so large a surplus above ground 
for which there is no prospective mar- 
ket that all the mines are closed down. 

“Conditions are much spotted both 
as to localities and lines of trade. In 
the retail trade, buying is better in 
the large cities than in the country 
towns. As is usually the case, sur- 
face indications in the great centers 
such as crowded stores and places of 
amusement, with the vast number of 
automobiles on the streets, give scant 
indication of real underlying economic 
conditions. 

“There is much construction of hard 
surface roads under way, as most com- 
munities seem perfectly willing to tax 
themselves for this purpose. These 
permanent highways open up far- 
reaching future possibilities of cheap 
and efficient transportation to the mo- 
tor truck, but which for the nonce is 
content to bide its time. 

“In the field of transportation some 
enterprising cities are enlarging their 
trade territory by the extension of 
electric trolley lines into districts 
where before they had scant distribu- 
tion. Paradoxically enough, so far 
from destroying the business of small 
towns in such districts, they have en- 
abled dealers to carry smaller but bet- 
for assorted stocks of merchandise and 
thus to increase their attractiveness 
and their profits. 

“The automobile and rubber indus- 


HARDWARE AGE 


tries have come back in a very definite 
fashion when some false _ prophets 
thought they had taken the full count 
for the time being.” 


Foreign Trade Hits Toboggan 


A big slump in our exports for April 
is causing Secretary of Commerce 
Hoover to sit up and take notice. The 
figures for the month cut a deep gash 
in our big trade balance and fore- 
shadow heavier cuts before the end of 
the current fiscal year which now lacks 
the May and June totals. 

While in April, 1920, our exports 
aggregated $684,000,000, for the same 
month of 1921 the total shows a shrink- 
age of more than 50 per cent to 
$340,000,000. 

Fortunately, there has been a decline 
in imports almost as great proportion- 
ately—from $496,000,000 in April, 1920, 
to $255,000,000 for the same month of 
this year. 

Compared with March of this year, 
the April statistics show a decline of 
about $47,000,000 in exports and an in- 
crease of about $3,000,000 in imports. 
This is a substantial loss in the trade 
balance. 

While the April figures are more im- 
pressive than any recently recorded, 
nevertheless they reveal a_ tendency 
that has been developing for some time. 
This is shown by a comparison of the 
totals for the ten months ended April. 

In 1920 the total exports for this 
period reached the colossal figure of 
$6,734,000,000, while for the correspond- 
ing month of this fiscal year, the total 
is but $5,850,000,000. Imports show a 
greater shrinkage, however, the total 
for the ten months of the current year 
being but $3,264,000,000 as compared 
with $4,255,000,000 for the same period 
of 1920. 


Whole World Slows Buying Movement 


Officials of the Deparvtment of Com- 
merce accept these figures as showing 
that there has been a let-up in the buy- 
ing movement throughout the world 
and that conditions that have recent- 
ly prevailed in the United States are 
reflected in the leading countries of 
Europe and in South America. The 
heavy reduction in imports during the 
fiscal year to date is especially signif- 
icant when it is remembered that Con- 
gress is at work on a tariff law designed 
to increase customs duties. 

Under normal conditions our sea- 
coast warehouses would be filled with 
anticipatory importations of merchan- 
dise of every character brought in not 
so much to meet current needs as to 
save the prospective increase in duties, 
Just now, however, it would appear 
that the chance for a handsome specula- 
tive profit is not sufficient to induce im- 
porting interests to take a chance on 
disposing of wares for which there is 
no immediate demand. 


May 26, 1921 


COMING HARDWARE 
CONVENTIONS 


METAL BRANCH OF THE NATIONAL 
HARDWARE ASSOCIATION CONVENTION, 
Hotel Cleveland, Cleveland, Ohio, June 
3 and 4, 1921. George A. Fernley, sec- 
retary, 505 Arch Street, Philadelphia, 
Pa. 

AMERICAN IRON, STEEL AND HEAvy 
HARDWARE ASSOCIATION CONVENTION, 
Montreal, Canada, June 7, 8, 9, 1921. 
Headquarters, Windsor Hotel. A. H. 
Chamberlain, secretary-treasurer, Mar- 
bridge Building, New York City. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Great Southern Hotel, Gulfport, June 
14, 15, 16, 1921. E. R. Gross, secre- 
tary, Agricultural College. 

NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Louisville, Ky., 
June 20, 21, 22, 23, 1921. Headquar- 
ters, Seelbach Hotel. Herbert P. Sheets, 
secretary, Argos, Ind. 

KENTUCKY HARDWARE AND _ IMPLE- 
MENT ASSOCIATION CONVENTION, Jeffer- 
son County Armory, Louisville, Jan. 24, 
25, 26,27,1922. J. M. Stone, secretary- 
treasure, Sturgis. 


TRADE NOTES 


The Skinner Chuck Co., New Britain, 
Conn., drill, lathe and planer chucks, 
announces it not only is carrying a full 
line at its plant and at 94 Reade Street, 
New York, but at 552 Washington 
Building, Chicago, and the Realto 
Building, San Francisco, as well. 


The Manley Mfg. Co., York, Pa., has 
purchased the entire works and good 
will of the J. B. S. Mfg. Co., Elmira, 
N. Y., formerly the Ellis-Smith Mfg. 
Co. The entire stock and equipment has 
been moved to York and the goods made 
by the J. B. S. Mfg. Co. added to the 
Manley line. 


William Diemer, Sr., one of the pi- 
oneers of the juvenile and baby vehicle 
business, died recently. He had been 
identified with the business for more 
than forty years and leaves three sons 
who are officers in the American Na- 
tional Co., Toledo, Ohio. 


The Horton Mfg. Co., Willimantic, 
Conn., steel fishing rods, fishing reels 
and fishing lines, has awarded a con- 
tract to the Torrington Building Co. 
for the erection of an addition to its 
plant to cost approximately $35,000. 
This company is one of the few in New 
England to run full time during the 
business depression. 


H. H. Crawford is in charge of the 
Detroit branch of the Motor Wheel 
Corp., Lansing, Mich. The branch 
office is located at 6553 Woodward 
Avenue. 


The Hudson Mfg. Co. will carry 
stocks in New York, Omaha, Neb., and 
Minneapolis, Minn. 
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Suggestions for Summer Hardware 


The Annual Fly Plague 


No. 1 (2 cols. x 4 in.) 


The war on flies and mosquitoes has 
begun in earnest. Here is an ad from 
the Foster-Farrar Co., Northampton, 
Mass., in which screens for windows 
and doors, adjustable screens and wire 
in rolls are featured. Note also the 
statement regarding the different sizes 
of doors kept in stock. 

This ad is brief, small-sized and yet 
it has a lot of sales punch. It is full 
of information as to what may be found 





What Is More Pleasing 
One of These Warm Days 
Than a Dish of<Delicious 


Home-MadelceCream 


You can make the very best of ice cream, in your own 
home, with the least amount of trouble and work, by using a 


WHITE MOUNTAIN ICE CREAM FREEZER 
The cream will be fruzén to just the right hardness and it 
will have that rich, creamy, smooth taste that you so much 
admire. 
Just phone us today for one of the WHITE MOUNTAIN 
FREEZERS and you will find that it does all we claim for it. 


FOSTER-FARRAR CO.. 


Opposite Draper Hotel 


@ 11 
Oren Saturday Evening 102 Main Stree, 











Time Now to Feature Ice Cream and 
Freezers 


in the store in the way of screen equip- 
ment. 

A timely suggestion is made in this 
ad and we would like to see it made 
the subject of an entire ad. It is the 
reference to screening porches. Many 
home owners will screen their porches 
or a section of their porches this sum- 
mer and if you are the one to suggest 
getting busy with the idea, you natural- 
ly have first chance at the sale. 

New Twist on Lawn Mowers 
No. 2 (2 cols. x 6 in.) 

Here’s how Wm. Ludlum, adman for 
the Howard Store, Mt. Vernon, N. Y., 
gives a new twist to lawn mower pub- 
licity. A unique ad in our opinion. It 
pays to introduce this element of 
novelty in your ads from time to time 


keeps you from dropping into an ad- 
vertising rut. 

Notice how quickly Mr. Ludlum 
shoots the business portion of the an- 
nouncement. With the last line of the 
verse, comes the command to “Make 
it a Pennsylvania” and then sizes and 
prices. This is followed immediately 
by sizes and prices of a cheaper grade 
mower and one which the adman is 


The Lawn, Lawn Teall 


There's a lawn, lawn trail a winding 
About the house where you dwell, 

Where the lawn, lawn grass i$ growing 
In the sunshine’s spell. 

There’s a lawn, lawn mower waiting 
In our store, sharp and true, 

Till the time when it goes mowing down 
That lawn, lawn trail for you. 





Make it a7Pennsylvania 


$35.00 19 inch 
$40.00 21 inch 


$45.00 
$50.00 


inch 
inch 
Liberty Mowers 


CHEAP, BUT DEPENDABLE 


12 inch $11.00 16 inch 
14 inch $11.50 18 inch 


$12.00 
$12.50 


ALSO EVERYTHING.ELSE FOR THE 
LAWN AND GARDEN 


Lawn Mower Verse in Place of Copy 











careful to add “dependable.” The bot- 
tom line of the ad suggests the stock 
carried by the store for working on 
lawn and in the home garden. 

The Howard ad is a good one to run 
in between your regular descriptive 
ads. You'll find that it will pay. 

The Ad That Made Friends 
No. 3 (3 cols. x 18 in.) 

The Pettee ad deserves your careful 
perusal. Accompanying the ad was a 
letter from Secretary F. S. Lamb tell- 
ing us what the ad accomplished. The 
Pettee store is located in Oklahoma 
City, Okla. 
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Goods Publicity 


Mr. Lamb in reviewing the returns 
from this announcement said that the 
actual profit on the sale articles was 
limited yet the drawing power was 
very great, getting people into the 
store. He feels that the amount of 
personal advertising from satisfied cus- 
tomers who became friends of the store 
is more than can be estimated on the 
actual items sold. 

These Pettee Saturday Special ads 
appear on Friday afternoon in two eve- 
ning papers and Saturday morning in 
the morning paper. The firm com- 





Keep Out the Flies 


They are a nuisance any way you figure. Why 
not get rid of the - 


FLIES AND MOSQUITOES 


by screening the porch and the doors and win- 
dows? We have—wire in rolls to use.on the 
porch; Adjustable Screens for the windows; 
Doors in four sizes all ready to hang. Tele- 
phone us what you want. 


FOSTER-FARRAR CO. 


Telephone 11 Opposite Drdper Hotel 
Opes Saturday Evening 102 Maia, treet, 











Time to Push Screens 

menced using these Saturday Special 
ads last summer. They proved such a 
success that the sales is a permanent 
all day affair with the store each and 
every week. The actual sales record 
made by this ad was 5000 ft. of garden 
hose. Other items in proportion. The 
Bait Rods for example sold out by 8:30 
in the morning and the lot comprised 
4 doz. 

We call attention to the slogan at 
the top of this ad which we think very 
good: “Put Your Dollar on the Old 
Time Basis.” Try out this slogan and 
see if it don’t bring you some new faces 
before the counter. 


Summertime’s Tastiest Dish 
No. 4 (2 cols. x 4 in.) 
The Foster-Farrar Co., Northamp- 
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ton, Mass., are here featuring ice cream 
and then leading into the question of 
freezers which is the proper caper when 
advertising freezers. 

This copy will certainly recall to 
one’s mind the pleasures of last sum- 
mer when a dish of ice cream tasted so 
good on a hot day. Fruits are in sea- 
son and were we advertising freezers 
now we would feature “Strawberry Ice 





REFRIGERATORS ARE A SUMMER-TIME 
NECESSITY 


No housewife should be expected to get 
along without a refrigerator during warm 
weather, when it is so difficult to keep food 
and liquids in proper condition. An ice box 
will pay for itself in a season by saving the large 
amount of foad that spoils and is thrown away. 
We have refrigerators in a variety of sizes and 
styles—enameled and porcelain lined. Come 
see them and note the low prices. 

Made of Ash, thoroughly insulated. Locks 
and hinges solid brass, heavily nickel plated. 


Enameled. Capacity 60 ib..... $2200 
$30.00 


No. 110, Two Doors, Side Icer, 
White Enameled, capacity 75 Ibs. . 
White 


No. ]80, Three Doers, Side 
Enameled, capacity 


100 Ibs. 


No. 18]. 
Enameled, 


125 Ibs. 
No. 182, Three 


Enameled, capacity 


fo ee 


Dressler Hardware Gg 


814-816 West Broadway 


Icer, 


Side Icer, White 


Three Doors, 


capacity 


Side Icer, White 


Door, 











Good Talk on Refrigerators 


Cream” and then we would mention 
some of those small quart freezers if we 
were a hardware dealer located in the 
city, pointing out in the copy how sim- 
ple it is to make ice cream in one of the 
smaller sizes. But little ice is required, 
effort in freezing is small and the quan- 
tity just right for a small family. 
You’ll make a lot of sales this way to 
folks who would not purchase the big 
sizes. So far we have not seen an ad 
featuring these small sizes. 


All Kinds of Refrigerator Prices 


No. 5 


This is a page from an attractive 
two-color circular featuring summer 
goods just published by the M. F. 
Dressler Hardware Co., Minneapolis, 
Minn. 

Here are styles, sizes and prices to 
suit every family and this broad sort 
of an appeal makes the best kind of 
publicity. The adman has taken a shot 
at every type of customer. 


(3% in. x 8 in.) 


HARDWARE AGE 


This ad is well arranged and the 
prices here and throughout the circular 
certainly do stand out. Notice that the 
weight of each size is given in the de- 
scription. We don’t often see this done. 

The firm name signature is worthy 
of a second glance. It is neat, easily 
read and very distinctive in get-up. 
The firm uses a larger size plate suit- 
able for two-column ads and in this 
size signature the street address of the 
store is given. 


PUBLICITY ITEMS 


The Aid Hardware Co., West Plains, 
Mo., sent us a very interesting and 
effective circular on “dollar day.” The 
circular was arranged with excellent 
taste and should have proven a business 
getter. 

* * oe 

The Wilson Stove & Mfg. Co., 
Easton, Pa., sent us a little booklet 
which they distributed to their cus- 
tomers. The title of the booklet is 
“Service” and the booklet certainly 
demonstrates that the Wilson people are 
prepared to furnish real service. The 
booklet is envelope size, bound in brown 
cover, containing 12 pages of good 
grade coated paper. Stoves, gas 
ranges and washers are featured and 
the store’s service along this line is 
described in detail. Other than lack 
of prices, we see nothing to criticize. 
In writing us, L. E. Armstrong of. the 
firm says that the booklet was inspired 
by this department and that HARDWARE 
AGE is not in the store two minutes be- 
fore someone has it opened looking for 
something new which Mr. Armstrong 
states: “It always contains.” Mr. 
Armstrong says his firm get more good 
ideas from HARDWARE AGE editorials, 
window trims, sales talks, publicity 
suggestions than from any other mag- 
azine, pamphlet or newspaper the 
firm receives. 

* * * 

The American Hardware Stores, 
Bridgeport, Conn., sent us the current 
number of “The American Eagle” pub- 
lished by the firm. Special attention 
was devoted to seasonable specialties 
and the make-up of the issue was spe- 
cially attractive. 

* ca + 

Hartley’s Store News, published at 
East Palestine, Ohio, by the Hartley 
Hardware Co. blew in the office the 
other day and we hastened to look it 
over as this store paper may be de- 
pended upon to carry columns of inter- 
esting and timely presentations. We 
were not disappointed and take this op- 
portunity to congratulate the firm on 
the trim appearance of its paper and 
its strong selling appeal. 

H. L. Cremer of 208 North Wabash 
Avenue, Chicago, has been appointed 
sole representative for the Metal Writ- 
ing Fluid Mfg. Co. of Shelburne Falls, 
Mass., manufacturers of metal and 
glass writing fluid and remover, and 
will cover the states of Illinois, Ohio, 
Michigan, Iowa, Wisconsin, Indiana 
and Missouri. 
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Gear Makers Elect 


The following officers were elected at 
the fifth annual convention of the 
American Gear Manufacturers’ Asso- 
ciation held at Cincinati, April 27-30; 
F, W. Sinram, president (re-elected) ; 
R. P. Johnson, Muncie, Ind., first vice- 
president; B. F. Waterman, second 





Saturday Specials 


fm—aeeThat Put Your Dollar on the Old Time Basismmend 
$ 20c Garden Hose, 14 1-2c Foot 
UNIONALLS | 
it who. ag ema 


‘A sale of eneten have ot ie preven 
on it ‘ented th ms ‘Se 
urday. We 





CHILDREN’S 


S0-foot sed in: regulary 
for Be foot. Saturday we olfer 


lie BER FOOT 
Mala Floor, Pettee's 


BAMBOO BAIT RODS 


A limited amount to.sefl’ Your choie 
the flowing length, 8 ar wah ee | 00 


SATURDAY SPECIAL $1.00 
Main Floor, Pettee's 
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Transmission 
Lining for Fords, 
69¢ 


$6.50 Universal 4- 
Cup — 


A family kd Poredtater, 
M ea 


12, 14, V64nch Meat = 
Slicing Knife 


complete set for reliving Ford 
transmigsions. Regular $1.00 sets 
w SPECIAL @& 
‘9 
pr ne TAL ie Maia Floor, Pettes’s 
Main Floor, Pett 
85c Grease and Oil 
Gun, Special 49c 


A prot value tore exe owner 
Be w 


Main Ploor, Pertee'y 


o 
hegular 
ablin SATURDAY SPECIAL 4 


Two Styles of 
Breast Drills 
By a Regular 
$4.80 Drill $8.60 Drill 
$2.49 = $5. 


$1.00 Hatchet, 
Spe: 63c 
. * 


us a 
SATURDAY AT 4& EACH 
Mala Visor, Pomec's A Thermometer for 
Baby’s Bath 
Special 58¢ 
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Big Closeout Sale of Gray 
Enamelware at Less Than Half Price 


LOT 1—YOUR CHOICE 


a Debl setae LOSES at | Oc 
{Second Moor, Petiee’s 
Sponge and Chamois, 49 
ular $2.25 value, “$1.49 LOT 2—YOUR CHOICE 
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sell bot articles at $149. T™%. - 
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SATURDAY 98% 


Third Floor, Pestee's 


Special Saturday 
Only 


NOTICE! 


Mad orders subject to 
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Read What This Ad Accomplished 








vice-president, and F. D. Hamlin, sec- 
retary-treasurer (re-elected.) 

The work of the association, which 
is composed of practically all the gear 
manufacturers, is the standardization 
of the various products of the gear in- 
dustry, in the industrial as well as the 
automotive fields, and is recognized as 
a powerful factor in the ultimate at- 
tainment of a genuine American stand- 
ard. 


The Sterling Tire Corporation, Ruth- 
erford, N. J., has established a Western 
branch at 1509 South Michigan Avenue, 
Chicago. The office is on the second 
floor, where a stock of 6000 tires will 
be kept for customers in that territory. 











THE MAN BEHIND THE COUNTER ASKS 


What Do You See on Your Way to Work? 


N a-ray on the business brain 
A as it walks or trolleys to work 

would reveal a varied and in- 
teresting tangle of thoughts. 

Stenographer thoughts might be 
about last night’s waltz with Willie, 
the new dress or just what she can 
do to make the day at the office ac- 
complish the most. It might be along 
either of these channels. 

Boss’s brain may canter around 
the second putt on the eighteenth 
hole at yesterday’s golf or be devis- 
ing a suggestion to the ad manager 
for moving some dead stocks. 

Salesman’s brain might be figur- 
ing how he can scheme it to get a 
raise or it might—probably is—fig- 
uring how he can sell enough more 
goods to make that raise come vol- 
untarily from the man at the mahog- 
any desk. 

An «-ray on the business brain! 
Interesting, intensely important! 

Never more important than now. 
The man who thinks he can forget 
his work while he plays is kidding 
himself. The busy brain is the happy 
one and it can never be happier than 
when it is busy on the things closest 


Robert L. Bridgman Dead 


Robert L. Bridgman, New England 
representative of The L. S. Starrett 
Co., Athol, Mass., died suddenly at his 


Robert L. Bridgman 
home in Belchertown, Mass., Saturday, 
May 7, 1921. Mr. Bridgman was 67 
years old. 

Previous to 1908, when he became 
connected with The L. S. Starrett Co. 


to one—that is his work and his 
folks. And these are intertwined. 
Work breeds success and success 
benefits family and makes all path- 
ways in life a bit brighter. 

What one sees on his way to the 
store is a yard stick of his interest 
in his job. If he sees buildings need- 
ing paint, for instance, and follows 
up the lead that pair of eyes is on 
the job. And that brain will earn 
increasingly growing salaries, 

What do you see outside your 
store that will help that store? 

It actually happened! Fred Finch, 
a prominent Jackson, Mich., hard- 
ware man tells the tale of how a cus- 
tomer convinced him and his sales- 
force of the merits of a new article, 
in which the store force lacked con- 
fidence. Since the incident, the store 
has sold more than a dozen fireless 
cooking gas ranges. 

“We put in a sample,” said Mr. 
Finch. “You know the combination 
of a fireless and a gas range is some- 
think of a novelty and we did not 
have much faith in it. To please the 
salesman we said we would try it 
out. We thought we were trying it 


as New England representative, he 
served for over thirty years as repre- 
sentative of The Athol Machine Co. 
traveling a large portion of the United 
States. 

Mr. Bridgman was a man of strong 
personal characteristics, possessing the 
faculty of making many friends and 
holding them, and for that reason was 
recognized as one of the most popular 
salesmen in New England. These 
friends always found “Bob” to be genial, 
with a ready smile and cheery word 
for everybody. Another strong trait 
in Mr. Bridgman’s character was his 
loyalty. He firmly believed that the 
concern he represented was the best 
concern, and the dealers he sold like- 
wise were the best dealers. 

Although an active, energetic com- 
mercial man, Mr. Bridgman’s home and 
family were the center of his life. He 
is survived by a widow and three sons. 

Needless to say, the death of Mr. 
Bridgman was received with profound 
sorrow by all connected “with The 
Starrett Co., as well as the host of 
dealers he called on. 


“Batter Up!” “Strike One” 
(Continued from page 82) 
season’s publicity campaign, through 
the big dailies and magazines, pro- 
claimed it “The Land of a Million 


Smiles,” where tired folks were 
recreated and began life anew. 
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out by putting in one of his stoves 
and thinking, among ourselves, that 
it was a questionable success. Of 
course, we did not sell the stove while 
we felt that way about it. 

“But one day we put it in the win- 
dow, with the thought that we would 
display it and if it didn’t sell we 
would return it. 

“A woman came in and asked us 
to get a part for the stove. We did 
and she told us how delighted she 
was with the combination cooker- 
range she had owned for two years. 
And we found that other women in 
Jackson had the same make of stove. 
We got busy, found just what they 
thought of it and they sold us so 
hard on the efficiency of the new 
stove idea that we became enthusi- 
astic.” 

Now the Fincn store—not the 
largest in Jackson either, but well 
located—has sold in excess of twelve 
stoves, some of them large models, 
running high over the $100 figure. 

What’s the point—you’ve already 
got it, of course. It’s just this: 

First sell yourself or you cannot 
sell others. 


The Shepherd of the Hills coun- 
try attracts visitors from every 
clime. With this fact in mind, Mr. 
Arcularius has made good use of the 
scenes and has developed from actual 
photographs the bordering back- 
ground of his sporting goods win- 
dow. 

The psychology of the window is 
excellent, the heart of the Ozark 
Mountain country, with its call of 
the woods and streams, creating im- 
mediately in the mind of the on- 
looker the thought, “Vacation time 
is nearing; what -do I need this 
year?” The desire once stimulated 
by picture, the question “What do I 
need this year?” is answered by the 
comprehensive collection of outdoor 
goods, and the Joplin Hardware 
Co.’s salesmen have easy. sailing in 
producing the sales volume for the 
spring season—directly, from sales 
accruing from casual window shop- 
pers; indirectly, and of no less im- 
portance, from the people of the 
fourteen counties. The latter are 
bound to the store by the bonds of 
friendship, and of unselfish service. 
What these enterprising dealers 
have done you can do. The seed is 
planted, the sporting goods crop has 
ripened early. Go out and gather it 
in. 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, May 23, 1921. 


iL somone it would aid in the 
movement of the many idle 
freight cars here in Eastern 
yards, the Interstate Commerce Com- 
mission arranged for notable conces- 
sions in freight rates on heavy goods 
to be sent to the South and far West. 
These lower rates have undoubtedly 
been instrumental in tempting manu- 
facturers to offer Southern and Pacific 
Coast jobbers a slight reduction on the 
price of goods delivered. 

At present it is too early to predict 
or comment on the outcome of this 
plan, but the experience of an Eastern 
sash weight manufacturer has come 
to HARDWARE AGE and seems to be 
very interesting as a bit of news. 
This manufacturer’s price for Eastern 
cities was along with the general aver- 
age on sash weights; south of Balti- 
more the price was practically $6 per 
ton less to jobbers; for Pacific Coast 
cities, including Seattle, Portland, San 
Francisco and Los Angeles, the price 
was exactly $3.50 less than New York 
price delivered. In spite of this lower 
price, which is reported to be con- 
siderably lower than any other Pacific 
Coast sash weight quotation, jobbers 
are unable to take advantage of the 
price because of a lack of building in 
that section. The thought occurs that 
if labor difficulties could be satisfac- 
torily adjusted, and building resumed, 
a concession in freight rates might 
stimulate business and move the idle 
cars. 

Business during the first three weeks 
of May was not quite as. heavy as the 
sales for the previous month. Local 
jobbers offer the suggestion that those 
who had held off buying for the first 
three months of the year realize that 
April brought them along into the 
spring season—and so, perhaps, buying 
was stimulated. 

A small item in some of the local 
newspapers announced that Governor 
Miller had signed a bill amending the 
Sullivan law, which prohibited a resi- 
dent of New York State from keeping 
a concealed weapon at his residence 
without special police permit. Accord- 
ing to the announcement, a permit is 
no longer necessary in this connection. 
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NEW YORK 


This will probably stimulate the sale 
of revolvers and other small arms, as 
there has been much agitation on the 
part of civic associations and other 
citizen welfare clubs who have been 
trying to get action from the State 
Legislature so that citizens might pro- 
tect themselves against some unwel- 
come intrusion. 

A few of the more important price 
changes are the following: 


Copper rivets and burrs now take 
a discount of 40 per cent. 

Hexagon semi-finished nuts, size 9/16 
and smaller, take a discount of 60 and 
10 per cent; larger sizes take a dis- 
count of 60 per cent. 

Bright wire goods have been subjected 
to another alteration in price. Steel 
takes a discount of 85 per cent; brass 
takes a discount of 85 per cent, and 
galvanized a discount of 80 per cent. 

Stanley blind hardware has been re- 
duced 10 per cent. 

Corbin letter boxes have been reduced 
10 per cent, 

Hold ’Em rat traps, No. 1 size, are 
quoted at $9.50 per doz.; No. 2 size, $11 
per doz.; No. 3 size, $12.20 per doz., and 
the mouse trap size, $6.10 per doz. 


Automobile Accessories.—The sale of 
automobile accessories continues to be 
one of the best classes of goods for the 
hardware dealer in this district. Parts, 
accessories and auto tools are being sold 
in large quantities. 


Bolts and Nuts.—Stocks are very 
good in most sizes, but there seems to 
be but slight demand. Prices here and 
there vary, but the figures given repre- 
sent the average quotation, f.o.b. New 
York. 


Jobbers’ quotations f.o.b. New York: 

Common Carriage Bolts, % x 6 and 
smaller, 40 and 5 per cent; longer and 
thicker, 10 and 5 per cent; machine bolts, 
all sizes, take a discount of 40 and 5 per 
cent. Stove bolts, 75 and 10 per cent; 
common tire bolts, 60 and 10 per cent; sink 
bolts, 70 per cent. 

Hexagon machine screws, nuts, iron, 20 
per cent; brass /32 to 8/32 in., 50 and 10 
per cent; 10/32 to 12/32 in., 40 per cent; 
14/32 in., 30 per cent; lock washers, 40 per 
cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 50 and 10 per cent; % and larger, 
50 and 10 per cent. Lag screws, 45 per 
cent. 

Toggle bolts, 
cent. 

Iron rivets, 35 and 5 per cent; copper 
rivets. 50 and 5 per cent; black tinners’ riv- 
ets, 35 and 5 on new list; tin tinners’ rivets, 
use black list plus $7.25 per 100 Ib. 


Builders’ Hardware.—Labor difficul- 
90 


steel, bright finish, 50 per 


ties continue to tie up whatever build- 
ing might be done in New Jersey and 
Westchester County, New York, though 
other sections suburban to New York 
City report that building is slightly on 
the increase. But in the opinion of job- 
bers there must be more material in- 
crease in building before there will be 
any reflection in the sale of builders’ 
hardware. 


Farming Tool Handles.—The demand 
for farming tool handles has not as yet 
assumed any large proportions, as it 
is rather early in the season. Interest, 
though slight, is consistent, stocks are 
adequate and prices firm. 

Jckbers’ quotations f.o.b. New York: 

May fork handles, bent, 5 ft., 85 plus 5 
per cent; 6 ft., $7.70 plus 5 per cent; hay 
fork handles, straight, 5 ft., $4.20 per doz. 
plus 5 per cent; 6 ft., $6.70 per doz. less 5 
per cent. 

Long handle manure fork handle, $4.40 per 
doz. plus 5 per cent; wooden D manure fork 
handle, $6.90 per doz. plus 5 percent. Six-ft. 
rake handle, $6.20 per doz. less 5 per cent. 

Shank rake hoe handle, $3.40 per doz. plus 
Spade handles, $7.10 per doz. 
plus 5 per cent. Malleable D spading fork 
handle, $5.75 plus 5 per cent. Wooden D 
spading fork handle, $6.90 plus 5 per cent 

Farming tool handies_ generally are 
quoted in this section at discount of 95 per 
cent. Pick, sledge, hammer and hatchet 
handles are quoted discount of 5 per cent. 


Galvanized Ware.—Out-of-town buy- 
ing continues to hold the foreground in 
this rather dull item. City trade con- 
tinues very slow. 

Price to retailers f.o.b. New York: I 

Galvanized sheets, No. 28 gage, $6 to $6.25 
per 100 Ib. 

Jobbers’ quotations f.o.b. New York: 

Galvanized pails, 8 qt., $2.85; 10 qt., $3.2); 
12 qt., $3.50; 14 gt., $4; 16 qt., $4.80. Prices 
are for 1 doz. 

Galvanized wash tubs, No. 1, $13.79: 

2, $15.20; No. 3, $18, all per doz. 

Garden Hose and Hose Reels.—With 
ample stocks and apparently firm 
prices, dealers expect a good business 
in garden hose and hose reels. Jobbers 
report satisfactory interest on the part 
of dealers. 


Jobbers’ quotations f.o.b. New York: ; 

Common brand, % in., 4 ply, 13c. per ft. 
Same, wire bound, 13%c. per ft. Good 
Luck brand, 6 ply, 14c. per foot. Bull Dog 
brand, 7 ply, 18c. per ft. 

Hose Reels.—For fastening to side of 
house, steel reel, iron spindle, 12 in. drum, 
$5.75 per doz. Metal hose reel, with chan- 
nel steel frame, cast iron wheels, 9 in.., 
corrugated steel drum, enameled green and 
black, capacity 100 ft. of % in. hose, $25.60 
per doz. Metal hose reel, with tubular 
frame and tubular steel wheels, corrugated 
galvanized steel drum, enameled green, 10 
ft. capacity, $51 per doz. 


Garden Tools. — Buying 
steady, though not extensive. 


5 per cent. 


No. 


continues 
De- 
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liveries and stocks are both good and 
prices firm, 


Jobbers’ quotations f.o.b. New York: 

Spading forks, 11 in. angular tines, forged 
from crucible steel, steel cap ferrules— 
4-tine malleable D handle, bronzed with 
strap ferrule, $12 per doz. Same, with wood 
handle, $15.50 per doz. Same, with wood 
handle and five tines, $24.20 per doz. 

Weeding hook, malleable iron, tin, enam- 
eled wood handle, $1.20 per doz., net. Same, 
three steel tines, tin, black enameled han- 
dle, $1.35 per doz. net. Same, three hand- 
forged steel prongs, grip handle, $1.40 per 
doz., net. 

Pot hole digger, blade 9 in. long, length 
5 ft., weight 10 lbs., $24 per doz., net. 

Turf edger, cast steel blades, bronze finish 
shank, 4% ft. nandle, socket style, $12.05 
per doz., net. Same, shank style, $10.85 per 
doz., net. 

Standard tree pruners, forged steel blade, 
with 2 in. curved cutting edge, steel draw- 
ing rod, lever handle with steel lever and 
hardwood grip, all sizes, are being quoted 
at 20 per cent discount by local jobbers. 

Lopping shears, blades made trom tool 
steel, 26 in. handles, $16 per doz., net. 
Laiies’ flower trowel, heavy one-piece steel 
blade, 5 in., half polished and enameled 
maroon, stained handle, $1.25 per doz., net. 

Garden trowels, 6 in., tinned steel blade, 
black enameled handle, $1 per doz., net. 
Florists’ trowel, heavy solid steel, 6 in. 
blade, half-polished, riveted shank, hard- 
wood handle, $1.75 per doz., net. Heavy 
one-piece steel, 6 in. blade, half-polished, 
painted red, ebony-finished handle, $4.35 
per doz., net; 6 in. solid socket forged steel, 
full-polished, grip handle, $7.51 per doz., 
net. 

Shank hoe, riveted steel blade, assorted 
6%, 7 and 7% in., 4% ft. handle, blue finish, 
sell for $4.87 per doz. 

Same, with solid or assorted steel blades, 
6, 64%, 7, 7% and 8 in., 444 ft. handle, gold 
bronze finish, $8.43 per doz. 

Socket hoe, solid or assorted sizes, steel 
blades, 6, 6%. 7, 7% and 8 in., 414 ft. handle, 
gold bronze finish, $9.37 per doz. 


Grass Hooks.— The demand for 
grass hooks is fairly active, stocks are 
adequate and prices firm. 


Jobbers’ quotations f.o.b. New York: 

Grass hooks, tempered steel blade, black 
and bronze finish, $3.25 per doz. English 
grass hooks, high grade steel blade, riveted 
back and tang, $6.50 per doz., net. Same 
size, larger, $7.20 per doz., net. Tempered 
steel blade, ribbed back, green enamel 
finish, black enamel handle, $4.50 per doz. 
Long handle grass hook, crucible’ steel 
blade, tempered. 13 in. long, 24% in. wide, 
steel socket, ash handle, 334 ft., $8.42 per 
doz., net. 

Hose Couplings——-As the _ season 
progresses it is expected that the de- 
mand for hose couplings will increase. 
At the present the interest shown is 
mild. Prices are firm and_ stocks 
ample. 

Jobbers’ quotations f.o.b. New York: 

; Brass hose couplings, cast metal for ™% 
in. hose, $2 per doz., net. Same for ™% in. 
hose, $2 per doz., net. Clinching hose 
coupling. solid brass, clamps and _ tubes, 
one-piece, ™ in. hose, $2.75 per doz., net. 
Improved brass hose connections for fau- 
cets, % x &% in., $2 per doz., net. 

Ice Cream Freezers.—The weather 
has not been warm enough for any 
length of time to cause a heavy demand 
for freezers, but dealers expect that 
the regular good summer demand will 
come in due season. Jobbers predict 
big sales. Prices are firm. 

Jobbers’ quotations f.o.b. New York: 

Arctic freezers, 1 qt., with double scrap- 
ers, $3 apiece. Same, 4 qt., $5.10 apiece. 

White Mountain freezers, duplex dasher 
and double self-adjusting scraper, outside 
ralvanized, 1 qt., $3.65 apiece. Same, 4 qt., 
13.70 apiece. 

Auto vacuum freezers are quoted at $ 
apiece in the 1-qt. size and the 4-qt. 
about $6.70 apiece. 

Prices to retailer f.o.b. New York: 

Acme freezer, 2-qt. size, $11.50 per doz.; 
!-at. size, $20 per doz. 

Ice Skates.—As has been explained 
for the past two weeks, manufacturers 
have guaranteed ice skate _ prices 
against decline until Feb. 1. 1922. 
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Naturally there has not been a heavy 
demand as yet. 


Jobbers’ quotations f.o.b. New York: 

Men and boys, all clamp club skates, 
sizes 8 to 12 in., 9lc. to $1.18. Men and 
boys, all clamp hockey skates, runner cast 
steel, all parts nickel plated, sizes 9% to 
11% in., $1.24 to $1.63. Canadian hockey 
skates for men, wemen and children, nar- 
row foot plate, sizes 8 to 11% in., 94c. to 
$1.48. Women and children’s club skates. 
Russet leather back and strap, sizes 8 to 11 
in., polished cast steel runners, $1.15 to 
$1.40. Women and children clamp hockey 
skates, russet leather back and strap, run- 
ners made of cast steel, nickel plated, $1.51 
to $1.99. 


Lanterns.—Jobbers report adequate 
stocks of lanterns for the somewhat 
slackened interest that has been shown 
of late. 


Jobbers’ quotations f.o.b. New_York: 

Hy-Lo tin lanterns, $9.50 per doz. Victor 
tin lanterns. $9.50 per doz. Monarch tin 
lanterns, $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 
$14.50 per doz. Buckeye dash lanterns, 
$14.75 per doz. Roadster wagon lanterns, 
$18.50 per doz. De Lite lanterns $14.50 per 
doz. Little Wizard lanterns, $11.75 per doz. 
Eureka driving lanterns, plain lens, $19 per 
doz. Watchmen’s mill lanterns, enamel 
finish, $25 per doz. Imperial platform lan- 
terns, $9.75 each. 

Lawn Mowers.—Lawn mowers are 
moving very quickly, much to the satis- 
faction of local dealers. Some jobbers 
consider lawn mowers the best item 
among the seasonable goods. 


Jobbers’ quotations f.o.b. New York: 
Common lawn mower, with 8 in. 
drive wheel and 4-blade cutter, 12-in. size. 
$7.60 apiece. Same, 14 in., $7.80 apiece. 
Same, pipe ball-bearing lawn mower, with 
higher grade knife steel blades. 14 in., $10.39 
apiece; 16 in., $10.70 apiece. Higher grades 
ball-bearing lawn mowers, 14-in. size, $12 

apiece. 
Grass catchers to fit mowers, 
16 in., are sold at $14 per doz 


open 


from 12 to 


Linseed Oil.—Interest on the part of 
large buyers and consumers shows a 
steady, though not heavy, improvement. 
Prices this week are slighty higher in 
sympathy with the advances of the seed 
market. Looking back to about the 
end of March, the improvement in 
present conditions is very noticeable. 

Prices to retailer f.o.b. New York: 

For carload lots prices range from 72c. to 
75e. per gal. In lots of 5 bbl. and up to a 
carload the price is Téec. to 7&8e. In less 
than 5 bbl. the price is 79c. to 8le. per gal., 
according to seller Boiled oil is 2c. extra 
per gal. Double boiled oil is 3c. extra per 
gal., and oil in half bbl. lots is 5e. extra 
per gal. additional. 

Nails.—Local jobbers continue to re- 
port evidence of price cutting which 
has by no means stimulated the sale 
of nails. Stocks in most sizes are 
adequate for the rather light demand. 


Jobbers’ quotations f.o.b. New York: 

For wire nails the market price is $4 base 
per keg, with 25c. extra for cartage. For 
cut nails the market price is $5.50 base per 
keg. 

Copper wire nails, 5 lb. to a box, 1 in., 42c. 
per lb 1% in., 4le. per Ib 1% in., 2 in., 
2 i , in., 40c. per Ib. Copner cut nails, 


2% in.. 3 
o-lb. boxes, 1™% in., "0c. per Ib.; 2 in., 2% 
i per lb 


in. and 3 in., 49e. 

Naval Stores.—With the exception 
of spirits of turpentine, the naval stores 
market is very quiet. Turpentine is 
slighty improved, but is nowhere near 
normal. 


) 


Rosin prices to the retailer, 
York, on a basis of 280 Ib. to a 
basis, B gerade, $5.20: D grade, $5.65: F 
grade, $5.85: F grade, $5.90: G grade, $5.95: 
H grade, $6: IT grade, $6.10: K grade, $6.50: 
M grade. $6.75: N grade, $7, and both WG 
and W W are quoted as nominal. Spirits 
of turnentine is quoted at 69c, per gal. on a 
vard basis 


Pruning and Grass 


f.o.b. New 
bbl., yard 


Shears.—Stocks 


are adequate for the fair demand being 
shown. Prices are firm, 

Jobbers’ quotations f.o.b. New York: 

Pruning shears, cast iron, steel blades, 
coppered wire coil spring, $3.25 per doz., 
net. California pattern, tdol steel blade, 
volute tempered spring, nickel plated finish, 
6 in., “$16. Same, black finish, $11.58 per 
doz., net. Same, 9 in., full polished, $17 per 
doz., net. California pattern, with ratchet 
butt, tempered steel blade, volute spring, 
full nickel plated, $19 per doz, 

Grass Shears. in., steel blades, jet 
finish, polished edge, $3.40 per doz., net. 
Same, trowel shank handle, tempered 5% in. 
blade, green enamel finish, $4.25 per doz., 
net. 


Roller Skates.—Jobbers have a fair 
stock of roller skates on hand, and the 
demand is fairly active. 

Jobbers’ quotations f.o.b. New 

Extension roller skates, steel 
and back, extend 7% to 9% in., 
rolls, web heel and toe straps, 
pair. Same, better grade, $1.20 
Extension skates, with tops, 
clamp made of cold rolled steel, rubber 
cushioned, extension 7% to 10 in., half 
strap heel, clamp toe, plain steel roll, $2.10 
per pair. Extension ball-bearing roller 
skates for men, nickel plated, $2.65 per pair. 
Same, for women, $2.75 per pair. 

Rope and Twine.—There is very 
little rope business being done in or 
around New York, though local stocks 
are very good, The sale of twine con- 
tinves, and there are no changes in 
price. 


Jobbers’ quotations f.o.b. New York: 

Manila rope, 20c. per Ib.; sisal, No. 1 
grade, 15c. per Ib.; sisal, No. 2 grade, 13c. 
per lb.; hardware grade, manila rope, 17c. 
per lb.; bolt rope, 24c. per lb.; lath yarn, 
l3c. to lic. per Ib.; jute wrapping twine, 
18c. to 23c. per Ib.; India hemp twine, No. 
9, 15e. to 17¢e. per Ib. 

Screws.—Generally speaking, buyers 
seem to be waiting for some reduction 
on screws, but as yet prices are nom- 
inally unchanged. Stocks are fair. 


Jobbers’ quotations f.o.b. New York: 
Wood Screws.—Iron, bright, flat 
72% and 10 per cent; iron, bright round 
and oval head, 70 and 10 per cent; iron, 
blued, flat head, 72% and 10 per cent; iron, 
blued, round head, 70 and 10 per cent; 
brass, flat head, 65 and 10 per cent; brass, 
round and oval head, 63% and 10 per cent: 
machine screws, iron, flat and round, 60, 10 
and 10 per cent; brass, flat and round, 60 

and 10 per cent. 


Screen Door Hardware.—Screen door 
hardware in sets seem to be of fair 
interest to dealers, though theré is no 
heavy buying. Jobbers report 
stocks and firm prices. 


5% 


York: 
foot 
cast 
$1.10 per 
per pair. 

trucks, 


plate 
iron 


head, 


good 


Jobbers’ quotations f.o.b 
Screen-door latches, 


New York: 
steel trim, iron front 
latch, dull brass, $7.99 to $15 per doz. sets. 
Window screen, corner brackets, iron, dark 
bronze, four brackets to a set, $2.10 per 
doz. set. Same, better quality, $2.99 per 
ial nate Sereen-door catch, cast iron, 
Diamond bolt, with knob and lever handle, 
reversed bevel, bent strike outside plate, 
1] x 3% in. for doors % to 1% in dark 
bronze, with screws, $2 per doz. Same, 
in wrought steel, dull brass finish, $8.40 per 
doz Bommer pattern, japanned screen- 
door hinge, steel 3 in., $2.50 per doz. pair 
Cast iron secreen-door spring hinges, 2% in.. 
japanned, $2 per doz. pair. Same, 1 to 1% 
in., double acting, $3.75 per doz. pair Wire 
gate hook and eye are being quoted 85 and 
10 per cent off list 


Sprayers and 
in mild, stocks 
steady. 


Jobbers’ 


Sprinklers.—Interest 


very good and prices 


quotations f.o.b. New 

Sprayers for spraying paris 
liquid on shrubs, potatoes 
flowers, etc., tin sprayer, 1 pt. capacity 

Jobbers’ quotations f.o.b. New York: 

Sprayers for spraying paris green and 
liquid on shrub potatoes rose bushes 
flowers, ete.. tin sprayer, 1-pt. capacity. $4 
per doz... net Same l-qt. capacity, $5.75 
per doz., net. 

Brass, 1l-at. capacity. $12.59 per 
tin with brass tank, 1-qat 
per doz. continuou 
lleged to give ut 


York 
green 


rose 


ind 
bushes, 


doz., net; 
eapacity, $11.50 
spraver, sheet tin, 

continuous prayv 


form 
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on both strokes of the plunger, capacity 
1 qt., $10.50 per doz. 

Lawn sprinkler, charcoal tin top, galvan- 
ized bottom, diameter 4% in., gold lacquer, 
$1.40 per doz., net; lawn sprinkler, 5 in. 
high, brass head, three brass arms, mallea- 
ble iron sleds, japanned, $17.50 per doz., net; 
sprinkier, 10 in. high combination of verti- 
cal spray, coming from the perforated head, 
with streams thrown by the three arms, 
head, arms and upper stem brass, nickel 
plated, malleable iron sleds, japanned, $28 
per doz. : 

Lawn sprinkler, 24 in. high, brass head 
and arms, malleable iron sleds, japanned, 
$27 per doz., net. 

Watering Pots.—Galvanized 
roses, 6 qt., $9 per doz., net. 
$10.70 per doz., net. Same, 
per doz., net. Same, 12 at., 
net. 


Toys.—Activity in this line is very 
mild, though outdoor toys continue to 
be popular. Prices are more or less 
steady and local stocks sufficient. 


Wire Goods.—A shortage in the 
higher grades of poultry netting and 
screen cloth continues, as does a very 
good demand. Jobbers’ stocks are re- 
ported to be light, though no real 
shortage has yet been experienced. 
Prices generally are very firm. 


iron, zinc 
Same, 8 qt., 
10 qt., $12.35 
$14 per doz., 


Office of HARDWARE AGE, 
1505 Otis Bldg., 
Chicago, May 18. 
ARDWARE sales continue brisk 
but in restricted quantities. One 
large jobber is opening the heaviest 
mail in its history, but the large num- 
ber of orders fails to equal the volume 
of a year ago. Dealers specify on a 
hand-to-mouth basis. All lines of goods 
are quite active and summer hardware 
merchandise is very lively in the num- 
ber of sales and really satisfactory in 
the volume of business being done. 

Probably the most important news 
of the new week is the announcement 
of fall prices on axes. The new quota- 
tions show a decline of about 20 per 
cent over those prevailing at the close 
of the last season’s business. This 
concession is considered a good one and 
ought to lead to the placing of a great 
deal of business, it is stated. 

Some hope of an early adjustment 
of the dispute between the contractors 
and unions, which resulted in a com- 
plete building tie-up in Chicago, is 
seen in the report that the agents of 
the unions have agreed to an attempt 
at arbitration. The laborers have held 
out for a continuance of the scale of 
$1.25 an hour for skilled labor and 90c. 
an hour for common labor. The con- 
tractors offered $1 and 70c. respective- 
ly. It is said that a compromise at 
$1.05 and 75c. is in sight. No definite 
steps toward arbitration have been 
taken, but both sides have been sounded 
out and have shown some approval of 
the idea. It is estimated that over 
$10,000,000 worth of large buildings, 
already under way, are tied up, and 
more than that amount of improve- 
ments, which had been planned, have 
been stopped. 

Many retail hardware dealers are 
reducing stocks, and when this effort 
has been carried out, jobbers look for 
a pick-up in business 
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Jobbers’ quotations f.o.b. New York: 

Square mesh, wire cloth, New York stock: 
2 x 2 mesh, $5.50 per 100 sq. ft.; 2% % 
mesh, $5.70 per 100 sq. ft.; 3 x 3 mesh, 
per 100 sq. ft.; 4 x 4 mesh, $6 per 100 sq. 
ft.; 5 x 5 mesh, $6 per 100 sq. ft.; 6 x 6 
mesh, $6.50 per 100 sq. ft.; 8 x 8 mesh, $7 
per 100 sq. ft. 

a4 50 lineal ft. rolls add 15c. per 100 
sq. ft. 

Add c. per sq. ft. for widths narrower 
than 24 in. and wider than 48 in. 

Annealed plain iron wire, 12 lb. in each 
stone, 16 gage, $1 per stone; 17 gage, $1.05 
per stone; 18 gage, $1.10 per stone; 19 gage, 
$1.20 per stone; 20 gage, $1.30 per stone; 24 
gage, $1.60 per stone. Annealed galvanized 
iron wire, 12 lb. in each stone, 16 gage, 
$1.35 per stone; 17 gage, $1.40 per stone; 18 
gage, $1.45 per stone; 19 gage, $1.55 per 
stone; 20 gage, $1.65 per stone; 24 gage, 
$1.85 per stone. 

Barbed wire, $7.50 per 100 Ib. for both 3 
point 4 in. and 4 point 6 in. ribbon wire, 100 
lb., $9.50. Twist wire, $6.10 per 100 Ib. 

Bar wire, hog No. 3, $6 per 100 lb.; cattle, 
No. 6, $6 per 100 lb. Copper wire, No. 12, 
38c. per lb.; No. 14, 38c. per Ib.; No. 16, 
39c. per Ib.; No. 18, 40c. per Ib. 

Dull galvanized screen wire, 12 mesh, 
$3.30 per 100 sq. ft. from New York stock; 
13 mesh, extra heavy, $5.35 per 100 sa. ft. 

Black green cloth, 12 mesh, $2.90 per 100 
sq. ft. from New York stock. 

Poultry netting, 35 per cent discount 
from New York stock. 


Wheelbarrows.—Interest is 


CHICAGO 


Except in some sections, collections 
indicate the retailer is enjoying a fair 
degree of prosperity. 


fairly 


Automobile Accessories.—Tire and 
tube sales show the good effects of the 
price reductions announced by leading 
manufacturers and averaging around 
20 per cent. Other accessories have 
felt some increased demand owing to 
a more general use of cars on account 
of weather improvement. Many acces- 
sory and garage dealers have carried 
very heavy stocks, and as soon as these 
are materially cut down, the jobber 
looks for better buying. Prices stay 
firm in staple accessories. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Reliable Jacks, No. 46, $3 each, $34 
per doz.; De Luxe long handled standard 
jacks, $8.50 each; No. 1 standard jacks, 
$3.25 each; Twin cylinder foot pumps, $1.25 
each; Simplex jacks, No. 36, $2.10 each; 
Stewart hand horns, $4 each; Weed chains, 
30 x 3%, $5 per pair, with 25 per cent off in 
lots of one dozen pairs and 33% per cent 
off in lots of more than one/dozen pairs; 
Rid-O-Skid chains, $2 to $2.65 per pair; 
inner tubes, red, 30 x 3%, $2.50 each; gray 
tubes, 30 x 344, $2.05 each; Lyon bumpers, 
$10.25 each; Bethlehem spark plugs, in lots 
of 100. Special type, 48c. each; Mica type, 
Bethlehem park plugs, 74c. each; Stand- 
ard porcelain Bethlehem plugs, 55c. each; 
Hercules Giant plugs, 55c. to 60c. each; 
Hercules Junior plugs, 27c. to 35c. each; 
Hel-Fi standard plugs, 45c. to 52c. each; Hel- 
Fi tractor plugs, 83c. each. A.C. Cico plugs, 
48c. each; Splitdorf plugs, 70c. to 78c. each; 
United plugs, junior. 40c. each; Champion 
X plugs, 50c. each; Champion O plugs, 50c. 
—, Champion Heavy Duty plugs, 57c. 
eacn. 

Axes.—New fall prices were an- 
nounced May 16 and show approxi- 
mately a 20 per cent decline. This is 
a material reduction and is looked to 
as a means of prompting future buy- 
ing. The new prices on leading items 
are quoted below. 

We quote from jobbers’ stocks, f.o.b. Chi- 
ago: Warranted quality single-bitted un- 
handled axes, 3 Ibs. to 4 lIbs., $14.50 base; 
good quality black unhandled axes, same 
weight, $13.50 base; handled axes, $3 to $6 
per doz. extra, according to grade. 

Alarm Clocks.—With the passing of 
the dark winter months there is a let- 
up in the demand for alarm clocks, but 
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active and stocks seem sufficient for 
the current demand. No further re- 
duction in price has been announced, 
nor is there any expected in the im- 
mediate future. 

Prices to retailers f.0.b. New York: 

Bolted canal or railroad barrels, handles 
and legs made of 1% in. hard maple, wheels 
16 in, diameter, 1% in. face, length of hubs 
6 in., legs bolted to the handles and back of 
tray. Cross bars between legs are bolted to 
bottom of legs, making 6 bolts in the bar- 
rel, steel or wooden wheel, $4.40 each, net. 

Same type barrel, having 10 bolts with 
the legs bolted to handles and tray, tray 
strapped with iron straps, cross bar bolted 
to bottom of legs, and wood braces bolted 
to legs and handles, steel or wooden whee! 
$4.70 each, net. 

Garden barrels, length of handle 4 ft. 4 
in., diameter of wheel 16 in., face of whee} 
1 in., length of hub 12 in., height of body 
8 in., length of body 23 in., width of body, 
handle end, 17 in.; width of body, whee! 
end, 12% in., weight 27 lb., $5.35 each. net. 

Garden tarrel, handle length 5 ft., diam- 
eter of wheels 20 in., height of body 10 in., 
length of body 28 in., width of body, han- 
dle end, 21% in.; width of body, wheel end, 
19 in.; weight 50 Ib., $6.65 each. 

Garden barrel, 5 ft. 6 in. length of han- 
dle, diameter of wheel 20 in., height of 
bedy 14 in., length of body 29% in., width 
of body at handle end 24% in., at wheel end 
— in., weight 65 Ib., $8 each, net. 


the long standing shortage makes de- 
mand good and prices stay firm. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: American alarm clocks, $13.08 doz.: 
Sleepmeter, $16.92 doz.; Big Ben, $28 doz.; 
Baby Ben, $28 doz. Orders for four or 
more dozen take slightly lower prices. 


Agricultural Tool Handles.—Manu- 
facturers show no disposition to lower 
prices; sales are quite active. 


We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Agricultural tool handles, 4% X 
straight plain, $4.70; X bent, $3.90: XX 
bent, $5.35; 4% bent hayfork handle strap 
and ferrule, $7.80; manure fork strap 
and ferrule, $7.80 doz. 


Builders‘ Hardware.—The leading 
jobber is enjoying a very active busi- 
ness in builders’ hardware for repair 
purposes. Lock sets and hardware for 
large buildings are not moving, the 
sale of lock sets particularly being 
very light. But cupboard catches, cup- 
board turns, bolt locks, window catches 
and a large number of small miscel- 
laneous items are selling with surpris- 
ing regularity and in good volume. 
Hinges are neither slow nor especially 
active, but are going out in a fairly 
satisfactory way. Padlocks continue to 
be dull. The promised building pick-up 
has not gotten under full way due, 
some authorities say, to the failure of 
labor to do its share in the downward 
readjustment. The weather has not 
been overly conducive to building. 
Banks are still looking with close 
scrutiny on building loans, but some 
let-up in the stringency of the money- 
holders is noted. A little more en- 
couragement on the part of the banks, 
it is stated, and building would be 
brisk. 

Cotton Gloves.—New prices have 
been issued very recently on standard 
wrist gloves, and these new prices are 
considered very satisfactory. Some 
future business is expected at the re- 
duced prices. 


We quote from jobbers’ stocks, f.o.b. Cl! 
cago: 6 oz. knit wrist cotton gloves, $1.1' 
doz. pairs; 8 oz., $1.35 doz. pairs; 19 07%. 
$1.65 doz. pairs. 
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Cooking Utensils, Aluminum.—Job- 
bers are advising retailers to stimulate 
business on aluminum cooking utensils 
by having special sales with a few good 
leaders. Those who have tried this 
plan have found it easy to liquidate 
their cooking utensil stocks in a day 
or two and to get a fair average price 
out of the merchandise. Department 
stores which have made recent pur- 
chases are underselling the hardware 
dealer in some localities, and the one 
way to overcome this loss of business 
is through special sales. Present 
aluminum ware prices are considered 
fair by the manufacturer. 


Chains.—The most recent change in 
chain prices was announced last week 
and affects porch swing and hammock 
chains. Other lines were reduced about 
10 per cent less than a month ago. 


We quote from jobbers’ stocks, f.0.b. Chi- 
cago: % in. proof coil chains, $3.50 per 100 
Ibs.; Tenso, lock link and American Weld- 
less chains 50% off list; 3 ft. hammock 
chains, $2.90 doz. pairs; 6 ft. hammock 
chains, $4.25 doz. pairs; 9 ft. ditto, $6.75 doz. 
pairs; porch swing chains, 5 ft.-3 ft. branch, 
$9.15 doz. sets; 5 ft.-2% ft. branch, $7.25 
doz. pairs. 

Clipping Machines.—Sales continue 
to be quite large, the shearing season 
continuing without much _let-down. 
Prices are strong. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Stewart No. 1 ball-bearing horse clip- 
per, enclosed type, list, $14; top plate, $1.25; 
bottom plate, $1.75; Stewart No. 9 ball- 
bearing sh2aring machine, list, $22; horse 
clipping attachment for shearing machine, 
list, $9. Discount on all above items, 25 
per cent. 

Cutlery.—Some let-up in demand is 
noticed, but it has not become great 
enough to materially affect the situa- 
tion and has, as yet, had no effect on 
the price schedules. Production costs 
are practically at the same peak as 
during the war, the manufacturers say. 
Unless the slight curtailment of de- 
mand should become more pronounced 
it is not expected there will be any 
great change in price. The prospec- 
tive passage of the anti-dumping tariff 
bill will overcome any easing-up in 
the domestic situation, as this measure 
would put foreign-made goods in this 
country on a more equal basis with 
the prices which the American manu- 
facturer has to demand. Razor prices 
may stiffen with the handicap of a 
heavy tariff on German-made goods, 
which are now coming in quite freely. 
Pocket cutlery is in fair demand and 
prices show firmness. Many styles 
and patterns are still in low supply. 
Sales of wedding silverware and carv- 
ing sets continue noticeably active. 


Eaves Trough and Conductor Pipe. 
—Prices remain very low when com- 
pared with many hardware items. Lack 
= a real building program curtails 
sales, 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 29 gage lap joint eaves trough, $5 
per 100 ft.; 29 gage, 3 in. corrugated con- 
ductor pipe, $5.10 per 100 ft.; 3. in. cor- 
rugated conductor elbows, $1.73 doz. 
Flint Paper and Cloth.—Prices con- 
tinue at the established levels without 
indication of change. Sales are of a 
steady character. 

We quote from jobbers’ stocks, f.0.b. Chi- 
cago: 29-gage lap joint, 5-in. eaves trough, 
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$5.10 per 100 ft.; 29-gage, 3-in. corrugated 
conductor pipe, $5.40 per 100 ft.; 3-in. cor- 
rugated conductor elbows, $1.90 doz. 


Files.—Sales of files are at a steady 
gait and of very good volume. The 
demand shows more strength than 
might be expected, at prices which are 
unchanged. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Nicholson files, 50-10 per cent off 
list; American files, 60-5 per cent off list: 
Disston files, 50-10 per cent off list; Black 
Diamond files, 50-5 per cent off list. 

Fencing.—Quotations are given on 
lawn and field fencing in response to 
requests of readers. The sale of lawn 
or ornamental fencing has been real 
brisk while the demand for field fenc- 
ing has not been overly dull. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Lawn or ornamental fencing, single 
space, 36 in., $9.12; 42 in., $10.26; double 
space, 36 in., $12.54; 42 in., $13.78; Field 
fencing No. 10, top and bottom, 6 in. spacing, 
12 in. filling, 26 in. high, $40.13; 32 in. high, 
$46.76; 47 in. high, $60.74. 


Galvanized Ware.—Tubs and pails 
in competition grade only are in fair 
demand. Dealers, generally, are carry- 
ing no stocks in these items, but are 
buying almost on a day-to-day basis. 
Liquidation of jobbers’ and manufac- 
turers’ stocks on tubs and pails seems 
to be about completed, and that would 
indicate that the era of special prices 
is about closed. Manufacturers are 
limiting their output on tubs and pails 
and staple galvanized items. They are 
aiming to take care of their older cus- 
tomers, but are turning their back on 
new business connections, saying that 
at present terms, or prices, this busi- 
ness is unprofitable to the manufac- 
turer and they do not care to book any 
more orders than necessary so long as 
these orders fail to show a profit. 

Glass.—There is no price change 
and sales continue to drag awaiting a 
pick-up, which a building boom would 
be sure to bring. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single strength A, all sizes, 81 per 
cent off; single strength B, all sizes, 81 
per cent off; double strength A, all sizes, 
83 per cent off; double strength B, all sizes, 
83 per cent off; putty in 100-lb. kits, $4.75: 
commercial putty, $4.10; glaziers’ points, 
Nos. 1, 2 and 3, one doz., 75c. 


Hatchets.—Some sales pick-up fol- 
lowed the recent reduction. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Size 2 extra quality broad hatchets, 
$13 per doz.; competitive grade, $13 per 
doz. and up; warranted shingling hatchets, 
$14.25 per doz.; competitive forged hatchets, 
$9.75 per doz. 

Hammers.—Recent price concessions 
have brought some retailers into the 
market, but sales are not up to a year 
ago. Some retailers say they note 
a better run of quality in the present 
output, 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 11% first quality nail hammers. 
$13.50 per doz.; competitive forged nail 


hammers, $7.50 to $10 per doz.; cast steel 
hammers, $4 per doz. 


Handles.—Price concessions have 
been made after a long and none too 
patient period of waiting upon the part 
of the trade. Hickory handles have 
been slightly affected. The declines are 
small, running from 5c. to 30c. per doz. 
Ash handle prices have not been 
changed. Not all hickory items are 
reduced. 

We quote from jobbers’ stocks, f.o.b. Chi- 
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cago: No. 1 hickory axe handles, $4 per 
doz.; No. 2, $3 per doz.; finest selection 
white second growth hickory axe handles, 
$6 doz.; special white second growth hickory 
axe handles, $5 per doz.; No. 1 hatchet and 
hammer handles 80c. per doz.; second 
zrowth hickory hatchet and hammer 
handles, $1.40 doz. 

Hose.—-Business is continuing good 
on this item and there is a real shortage 
in supply. Factories seem to be behind 
in their schedules and it is impossible 
to get new orders filled promptly. The 
leading jobber has one unfilled order 
placed two months ago. Early sales 
have been large and it is expected the 
business will increase in volume. 
This situation, of course, precludes any 
lower price. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: %4-in. good quality molded reel hose, 
16%c. ft.; %-in. 3-ply duck hose, good 
quality, 16c.; %-in. 4-ply duck hose, good 
quality, I8%e. ft.; %-in. 5-ply multiple 
hose, lde. ft. 

Ice Skates.— Future business is 
being booked. New prices are out and 
it is said they will rule throughout the 
new season. 

We quote from jobbers’ stocks, f.o.b. Chi- 


cago: Men’s and boys’ key clamp rocker, 
best steel runners, bright finish, 91c. per 
pair; men’s and boys’ key clamp rocker, 
best steel runners, nickel-piated finish 
$1.18 pair; men’s and boys’ key clamp 
hockey polished cast steel runners, $1.24 
pair; children’s extension bob, 55c. pair; 


women’s and girls’ half key clamp rocker, 
$1.15 pair; women’s and girls’ half key 
hockey, $1.51 pair. : 

Lanterns. — Quotations given pre- 
vailed when the past season closed, but, 
it is said, there will be little or no 
change in price for fall orders. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Monarch tin lanterns, hot blast, 
$9.50 doz.; No. 2 Dietz cold blast lanterns, 
$14.50 doz.; same with large founts, $16 
doz.; best tubular lanterns, $9.50 doz.; 
Competinnem lanterns, No. 0, tubular, $7.80 
aoz. 

Lawn Mowers.—Steady demand for 
lawn mowers is noted. Prices con- 
tinue at unchanged levels. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 17-in. Pennsylvania high wheel 
mowers, $25.50 each; 17-in. Pennsylvania 
Junior mower, $27.20 each; 16-in. four-knife 
ball-bearing 10%-in. wheel mower, $12.60: 
16-in. four-knife ball-bearing 10%4-in. wheel, 
$10.85 each; 16-in. four-knife plain bearing 
9-in. wheel mower, $9.45 each; 16-in. three- 
knife ball-bearing 9-in. wheel mower, $9.45 
each; 16-in. three-knife plain bearing 8-in. 
wheel mower, $7.60 each. 

Nuts and Bolts—The usual sales of 
nuts and bolts are evident. Prices have 
not shifted since the recent slight de- 
cline on stove bolts. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Large size carriage bolts, 50 per 
cent off list; small sizes, 50-5 per cent off: 
large size machine bolts, 50-10 per cent off 
list; small sizes, 60 per cent off list: all 


stove bolts, 70-10 per cent off list; all large 
screws, 50-10 per cent off list. 


Nails.—Shingle and roofing nails are 
scarce, and felt roofing nails are prac- 
tically off the market. Common nails 
are selling in steady volume. No 
evidences of any price change are at 
hand. 


We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Common wire nails, $4 per keg, base. 


Paints and Oils.—Lack of building 
has a slowing-up effect on paint sales. 
Considerable repainting is being done. 
Interior and outside house paints are 
selling in fair volume. Raw materials 
are not in as sharp demand, by the 
manufacturer, as they were earlier in 
the season. 

We quote from jobbers’ stocks, f.o.b. Chi- 
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on both strokes of the plunger, capacity 
1 qt., $10.50 per doz, 

Lawn sprinkler, charcoal tin top, galvan- 
ized bottom, diameter 4% in., gold lacquer, 
$1.40 per doz., net; lawn sprinkler, 5 in. 
high, brass head, three brass arms, mallea- 
ble iron sleds, japanned, $17.50 per doz., net; 
sprinkier, 10 in. high combination of verti- 
cal spray, coming from the perforated head, 
with streams thrown by the three arms, 
head, arms and upper stem brass, nickel 
plated, malleable iron sleds, japanned, $28 
per doz. y 
Lawn sprinkler, 24 in. high, brass head 
and arms, malleable iron sleds, japanned, 
$27 per doz., net. 

Watering Pots.—Galvanized 
roses, 6 qt., $9 per doz., net. Same, 8 qt., 
$10.70 per doz., net. Same, 10 qt., $12.35 
per doz., net. Same, 12 qt., $14 per doz., 
net. 


Toys.—Activity in this line is very 
mild, though outdoor toys continue to 
be popular. Prices are more or less 
steady and local stocks sufficient. 

Wire Goods.——A shortage in the 
higher grades of poultry netting and 
screen cloth continues, as does a very 
good demand. Jobbers’ stocks are re- 
ported to be light, though no real 
shortage has yet been experienced. 
Prices generally are very firm. 


iron, zinc 


Office of HARDWARE AGE. 
1505 Otis Bldg., 
Chicago, May 18. 


ARDWARE sales continue brisk 

but in restricted quantities. One 
large jobber is opening the heaviest 
mail in its history, but the large num- 
ber of orders fails to equal the volume 
of a.year ago. Dealers specify on a 
hand-to-mouth basis. All lines of goods 
are quite active and summer hardware 
merchandise is very lively in the num- 
ber of sales and really satisfactory in 
the volume of business being done. 

Probably the most important news 
of the new week is the announcement 
of fall prices on axes. The new quota- 
tions show a decline of about 20 per 
cent over those prevailing at the close 
of the last season’s business. This 
concession is considered a good one and 
ought to lead to the placing of a great 
deal of business, it is stated. 

Some hope of an early adjustment 
of the dispute between the contractors 
and unions, which resulted in a com- 
plete building tie-up in Chicago, is 
seen in the report that the agents of 
the unions have agreed to an attempt 
at arbitration. The laborers have held 
out for a continuance of the scale of 
$1.25 an hour for skilled labor and 90c. 
an hour for common labor. The con- 
tractors offered $1 and 70c. respective- 
ly. It is said that a compromise at 
$1.05 and 75c. is in sight. No definite 
steps toward arbitration have been 
taken, but both sides have been sounded 
out and have shown some approval of 
the idea. It is estimated that over 
$10,000,000 worth of large buildings, 
already under way, are tied up, and 
more than that amount of improve- 
ments, which had been planned, have 
been stopped. 

Many retail hardware dealers are 
reducing stocks, and when this effort 
has been carried out, jobbers look for 
a pick-up in business 
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Jobbers’ quotations f.o.b. New York: 

Square mesh, wire cloth, New York stock: 
2 x 2 mesh, $5.50 per 100 sq. ft.; 2% x 2 
mesh, $5.70 per 100 sq. ft.; 3 x 3 mesh, $5.75 
per 100 sq. ft.; 4 x 4 mesh, $6 per 100 sq. 
ft.; 5 x 5 mesh, $6 per 100 sq. ft.; 6 x 6 
mesh, $6.50 per 100 sq. ft.; 8 x 8 mesh, $7 
per 100 sq. ft. 

e4 50 lineal ft. rolls add 15c. per 100 
sq. ft. 

Add \%c. per sq. ft. for widths narrower 
than 24 in. and wider than 48 in. 

Annealed plain iron wire, 12 Ib. in each 
stone, 16 gage, $1 per stone; 17 gage, $1.05 
per stone; 18 gage, $1.10 per stone; 19 gage, 
$1.20 per stone; 20 gage, $1.30 per stone; 24 
gage, $1.60 per stone. Annealed galvanized 
iron wire, 12 lb. in each stone, 16 gage, 
$1.35 per stone; 17 gage, $1.40 per stone; 18 
gage, $1.45 per stone; 19 gage, $1.55 per 
stone; 20 gage, $1.65 per stone; 24 gage, 
$1.85 per stone. 

Barbed wire, $7.50 per 100 lb. for both 3 
point 4 in. and 4 point 6 in. ribbon wire, 100 
lb., $9.50. Twist wire, $6.10 per 100 Ib. 

Bar wire, hog No. 3, $6 per 100 lb.; cattle, 
No. 6, $6 per 100 lb. Copper wire, No. 12, 
38c. per lb.; No. 14, 38c. per Ib.; No. 16, 
39c. per lb.; No. 18, 40c. per Ib. 

Dull galvanized screen wire, 12 mesh, 
$3.30 per 100 sq. ft. from New York stock; 
13 mesh, extra heavy, $5.35 per 100 sq. ft. 

Black green cloth, 12 mesh, $2.90 per 100 
sq. ft. from New York stock. 

Poultry netting, 385 per cent discount 
from New York stock. 


Wheelbarrows.—Interest is 


CHICAGO 


Except in some sections, collections 
indicate the retailer is enjoying a fair 
degree of prosperity. 


fairly 


Automobile Accessories.—Tire and 
tube sales show the good effects of the 
price reductions announced by leading 
manufacturers and averaging around 
20 per cent. Other accessories have 
felt some increased demand owing to 
a more general use of cars on account 
of weather improvement. Many acces- 
sory and garage dealers have carried 
very heavy stocks, and as soon as these 
are materially cut down, the jobber 
looks for better buying. Prices stay 
firm in staple accessories. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Reliable Jacks, No. 46, $3 each, $34 
per doz.; De Luxe long handled standard 
jacks, $8.50 each; No. 1 standard jacks, 
$3.25 each; Twin cylinder foot pumps, $1.25 
each; Simplex jacks, No. 36, $2.10 each; 
Stewart hand horns, $4 each; Weed chains, 
30 x 3%, $5 per pair, with 25 per cent off in 
lots of one dozen pairs and 33% per cent 
off in lots of more than one/dozen pairs; 
Rid-O-Skid chains, $2 to $2.65 per pair; 
inner tubes, red, 30 x 3%, $2.50 each; gray 
tubes, 30 x 346, $2.05 each; Lyon bumpers, 
$10.25 each; Bethlehem spark plugs, in lots 
of 100. Special type, 43c. each; Mica type, 
Bethlehem park plugs, 74c. each; Stand- 
ard porcelain Bethlehem plugs, 55c. each; 
Hercules Giant plugs, 55c. to 60c. each; 
Hercules Junior plugs, 27c. to 35c. each; 
Hel-Fi standard plugs, 45c. to 52c. each; Hel- 
Fi tractor plugs, 83c. each. A.C. Cico plugs, 
48c. each; Splitdorf plugs, 70c. to 78c. each; 
United plugs, junior. 40c. each; Champion 
X plugs, 50c. each; Champion O plugs, 50c. 
= Champion Heavy Duty plugs, 57c. 
eacn. 

Axes.—New fall prices were an- 
nounced May 16 and show approxi- 
mately a 20 per cent decline. This is 
a material reduction and is looked to 
as a means of prompting future buy- 
ing. The new prices on leading items 


are quoted below. 

We quote from jobbers’ stocks, f.o.b. Chi- 
ago: Warranted quality single-bitted un- 
handled axes, 3 Ibs. to 4 lbs., $14.50 base; 
good quality black unhandled axes, same 
weight, $13.50 base; handled axes, $3 to $6 
per doz. extra, according to grade. 

Alarm Clocks.—With the passing of 
the dark winter months there is a let- 
up in the demand for alarm clocks, but 
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active and stocks seem sufficient for 
the current demand. No further re- 
duction in price has been announced, 
nor is there any expected in the im- 
mediate future. 


Prices to retailers f.o.b. New York: 

Bolted canal or railroad barrels, handles 
and legs made of 1% in. hard maple, wheels 
16 in, diameter, 1% in. face, length of hubs 
6 in., legs bolted to the handles and back ot 
tray. Cross bars between legs are bolted to 
bottom of legs, making 6 bolts in the bar- 
rel, steel or wooden wheel, $4.40 each, net. 

Same type barrel, having 10 bolts with 
the legs bolted to handles and tray, tray 
strapped with iron straps, cross bar bolted 
to bottom of legs, and wood braces bolted 
to legs and handles, steel or wooden wheel, 
$4.70 each, net. 

Garden barrels, length of handle 4 ft. 4 
in., diameter of wheel 16 in., face of whee} 
1 in., length of hub 12 in., height of body 
8 in., length of body 23 in., width of body, 
handle end, 17 in.; width of body, wheel 
end, 12% in., weight 27 lb., $5.35 each. net. 

Garden karrel, handle length 5 ft., diam- 
eter of wheels 20 in., height of body 10 in., 
length of body 28 in., width of body, han- 
dle end, 21% in.; width of body, wheel end, 
19 in.; weight 50 Ib., $6.65 each. 

Garden barrel, 5 ft. 6 in. length of han- 
dle, diameter of wheel 20 in., height of 
bedy 14 in., length of body 29% in., width 
of body at handle end 24% in., at wheel end 
— in., weight 65 lb., $8 each, net. 


the long standing shortage makes de- 
mand good and prices stay firm. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: American alarm clocks, $13.08 doz.; 
Sleepmeter, $16.92 doz.; Big Ben, $28 doz.; 
Baby Ben, $28 doz. Orders for four or 
more dozen take slightly lower prices. 


Agricultural Tool Handles—Manu- 
facturers show no disposition to lower 
prices; sales are quite active. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Agricultural tool handles, 4% X 
straight plain, $4.70; X bent, $3.90: XX 
bent, $5.35; 4% bent hayfork handle strap 
and ferrule, $7.80; 4% manure fork strap 
and ferrule, $7.80 doz. 


Builders‘ Hardware.—The leading 
jobber is enjoying a very active busi- 
ness in builders’ hardware for repair 
purposes. Lock sets and hardware for 
large buildings are not moving, the 
sale of lock sets particularly being 
very light. But cupboard catches, cup- 
board turns, bolt locks, window catches 
and a large number of small miscel- 
laneous items are selling with surpris- 
ing regularity and in good volume. 
Hinges are neither slow nor especially 
active, but are going out in a fairly 
satisfactory way. Padlocks continue to 
be dull. The promised building pick-up 
has not gotten under full way due, 
some authorities say, to the failure of 
labor to do its share in the downward 
readjustment. The weather has not 
been overly conducive to building. 
Banks are still looking with close 
scrutiny on building loans, but some 
let-up in the stringency of the money- 
holders is noted. A little more en- 
couragement on the part of the banks, 
it is stated, and building would be 
brisk. 

Cotton Gloves.—New prices have 
been issued very recently on standard 
wrist gloves, and these new prices are 
considered very satisfactory. Some 
future business is expected at the re- 
duced prices. 


We quote from jobbers’ stocks, f.o.b. C! 
cago: 6 oz. knit wrist cotton gloves, $1.!' 
doz. pairs; 8 oz., $1.35 doz. pairs; 19 « 
$1.65 doz. pairs. 
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Cooking Utensils, Aluminum.—Job- 
bers are advising retailers to stimulate 
business on aluminum cooking utensils 
by having special sales with a few good 
leaders. Those who have tried this 
plan have found it easy to liquidate 
their cooking utensil stocks in a day 
or two and to get a fair average price 
out of the merchandise. Department 
stores which have made recent pur- 
chases are underselling the hardware 
dealer in some localities, and the one 
way to overcome this loss of business 
is through special sales. Present 
aluminum ware prices are considered 
fair by the manufacturer. 


Chains.—The most recent change in 
chain prices was announced last week 
and affects porch swing and hammock 
chains. Other lines were reduced about 
10 per cent less than a month ago. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: % in. proof coil chains, $9.50 per 100 
lbs.; Tenso, lock link and American Weld- 
less chains 50% off list; 3 ft. hammock 
chains, $2.90 doz. pairs; 6 ft. hammock 
chains, $4.25 doz. pairs; 9 ft. ditto, $6.75 doz. 
pairs; porch swing chains, 5 ft.-3 ft. branch, 
$9.15 doz. sets; 5 ft.-2% ft. branch, $7.25 
doz. pairs. 

Clipping Machines.—Sales continue 
to be quite large, the shearing season 
continuing without much _let-down. 
Prices are strong. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Stewart No. 1 ball-bearing horse clip- 
per, enclosed type, list, $14; top plate, $1.25; 
bottom plate, $1.75; Stewart No. ball- 
bearing sh2aring machine, list, $22; horse 
clipping attachment for shearing machine, 
list, $9. Discount on all above items, 25 
per cent. 


Cutlery.—Some let-up in demand is 
noticed, but it has not become great 
enough to materially affect the situa- 
tion and has, as yet, had no effect on 
the price schedules. Production costs 
are practically at the same peak as 
during the war, the manufacturers say. 
Unless the slight curtailment of de- 
mand should become more pronounced 
it is not expected there will be any 
great change in price. The prospec- 
tive passage of the anti-dumping tariff 
bill will overcome any easing-up in 
the domestic situation, as this measure 
would put foreign-made goods in this 
country on a more equal basis with 
the prices which the American manu- 
facturer has to demand. Razor prices 
may stiffen with the handicap of a 
heavy tariff on German-made goods, 
which are now coming in quite freely. 
Pocket cutlery is in fair demand and 
prices show firmness. Many styles 
and patterns are still in low supply. 
Sales of wedding silverware and carv- 
ing sets continue noticeably active. 


Eaves Trough and Conductor Pipe. 
—Prices remain very low when com- 
pared with many hardware items. Lack 
of a real building program curtails 
sales, 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 29 gage lap joint eaves trough, $5 
per 100 ft.; 29 gage, 3 in. corrugated con- 


ductor pipe, $5.10 per 100 ft.; 3. in. cor- 
rugated conductor elbows, $1.73 doz. 


Flint Paper and Cloth.—Prices con- 
tinue at the established levels without 
indication of change. Sales are of a 
steady character. 


We quote from jobbers’ stocks, f.0.b. Chi- 
Cago: 29-gage lap joint, 5-in. eaves trough, 
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$5.10 per 100 ft.; 29-gage, 3-in. corrugated 
conductor pipe, $5.40 per 100 ft.; 3-in. cor- 
rugated conductor elbows, $1.90 doz. 


Files.—Sales of files are at a steady 
gait and of very good volume. The 
demand shows more strength than 
might be expected, at prices which are 
unchanged. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Nicholson files, 50-10 per cent off 
list; American files, 60-5 per cent off list: 
Disston files, 50-10 per cent off list; Black 
Diamond files, 50-5 per cent off list. 

Fencing.—Quotations are given on 
lawn and field fencing in response to 
requests of readers. The sale of lawn 
or ornamental fencing has been real 
brisk while the demand for field fenc- 
ing has not been overly dull. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Lawn or ornamental fencing, single 
space, 36 in., $9.12; 42 in., $10.26; double 
space, 36 in., $12.54; 42 in., $13.78; Field 
fencing No. 10, top and bottom, 6 in. spacing, 
12 in. filling, 26 in. high, $40.13; 32 in. high, 
$46.76; 47 in. high, $60.74. 

Galvanized Ware.—Tubs and pails 
in competition grade only are in fair 
demand. Dealers, generally, are carry- 
ing no stocks in these items, but are 
buying almost on a day-to-day basis. 
Liquidation of jobbers’ and manufac- 
turers’ stocks on tubs and pails seems 
to be about completed, and that would 
indicate that the era of special prices 
is about closed. Manufacturers are 
limiting their output on tubs and pails 
and staple galvanized items. They are 
aiming to take care of their older cus- 
tomers, but are turning their back on 
new business connections, saying that 
at present terms, or prices, this busi- 
ness is unprofitable to the manufac- 
turer and they do not care to book any 
more orders than necessary so long as 
these orders fail to show a profit. 


Glass.—There is no price change 
and sales continue to drag awaiting a 
pick-up, which a building boom would 
be sure to bring. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single strength A, all sizes, 81 per 
cent off; single strength B, all sizes, 81 
per cent off; double strength A, all sizes, 
83 per cent off; double strength B, all sizes, 
83 per cent off; putty in 100-lb. kits, $4.75: 
commercial] putty, $4.10; glaziers’ points, 
Nos. 1, 2 and 3, one doz., Tic. 

Hatchets.—Some sales pick-up fol- 
lowed the recent reduction. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Size 2 extra quality broad hatchets, 
$13 per doz.; competitive grade, $13 per 
doz. and up; warranted shingling hatchets, 
$14.25 per doz.; competitive forged hatchets, 
$9.75 per doz. 


Hammers.—Recent price concessions 
have brought some retailers into the 
market, but sales are not up to a year 
ago. Some retailers say they note 
a better run of quality in the present 
output, 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 11% first quality nail hammers. 
$13.50 per doz.; competitive forged nail 
hammers, $7.50 to $10 per doz.; cast steel 
hammers, $4 per doz. 


Handles.—Price concessions have 
been made after a long and none too 
patient period of waiting upon the part 
of the trade. Hickory handles have 
been slightly affected. The declines are 
small, running from 5c. to 30c. per doz. 
Ash handle prices have not been 
changed. Not all hickory items are 
reduced. 


We quote from jobbers’ stocks, f.o.b. Chi- 
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cago: No. 1 hickory axe handles, $4 per 
doz. ; No. 2, $3 per doz.; finest selection 
white second growth hickory axe handles, 
$6 doz.; special white second growth hickory 
axe handles, $5 per doz.; No. 1 hatchet and 
hammer handles 80c. per doz.; second 
growth hickory hatchet and hammer 
handles, $1.40 doz. 

Hose.—Business is continuing good 
on this item and there is a real shortage 
in supply. Factories seem to be behind 
in their schedules and it is impossible 
to get new orders filled promptly. The 
leading jobber has one unfilled order 
placed two months ago. Early sales 
have been large and it is expected the 
business will increase in volume. 
This situation, of course, precludes any 
lower price. 

We quote from jobbers’ stocks. f.o.b. Chi- 
cago: %4-in. good quality molded reel hose, 
16%c. ft.; %-in. 3-ply duck hose, good 
quality, l6c.; %-in. 4-ply duck hose, good 
quality, I8%ec. ft.; %-in. 5-ply multiple 
hose, lide. ft. 

Ice Skates.— Future business is 
being booked. New prices are out and 
it is said they will rule throughout the 
new season. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Men’s and boys’ key clamp rocker, 
best steel runners, bright finish, 91c. per 
pair; men’s and boys’ key clamp rocker, 
best steel runners, nickel-piated finish 
$1.18 pair; men’s and boys’ key clamp 
hockey polished cast steel runners, $1.24 
pair; children’s extension bob, 55c. pair; 
women’s and girls’ half key clamp rocker, 
$1.15 pair; women’s and girls’ half key 
hockey, $1.51 pair. 

Lanterns. — Quotations given pre- 
vailed when the past season closed, but, 
it is said, there will be little or no 
change in price for fall orders. 

We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Monarch tin lanterns, hot blast, 
$9.50 doz.; No. 2 Dietz cold blast lanterns, 
$14.50 doz.; same with large founts, $16 
doz.; best tubular lanterns, $9.50 doz.; 
Competition lanterns, No. 0, tubular, $7.80 
doz 

Lawn Mowers.—Steady demand for 
lawn mowers is noted. Prices con- 
tinue at unchanged levels. 

We quote from jobbers’ stocks, f.0.b. Chi- 
cago: 17-in. | Pennsylvania high wheel 
mowers, $25.50 each; 17-in. Pennsylvania 
Junior mower, $27.20 each; 16-in. four-knife 
ball-bearing 10%-in. wheel mower, $12.60: 
16-in, four-knife ball-bearing 10%-in. wheel, 
$10.85 each; 16-in. four-knife plain bearing 
9-in. wheel mower, $9.45 each; 16-in. three- 
knife ball-bearing 9-in. wheel mower, $9.45 
each; 16-in. three-knife plain bearing 8-in. 
wheel mower, $7.60 each. 

Nuts and Bolts—The usual sales of 
nuts and bolts are evident. Prices have 
not shifted since the recent slight de- 
cline on stove bolts. 

We quote from jobbers’ stécks, f.o.b. Chi- 
cago: Large size carriage bolts, 50 per 
cent off list; small sizes, 50-5 per cent off; 
large size machine bolts, 50-10 per cent off 
list; small sizes, 60 per cent off list: all 
stove bolts, 70-10 per cent off list; all large 
screws, 50-10 per cent off list. 

Nails.—Shingle and roofing nails are 
searce, and felt roofing nails are prac- 
tically off the market. Common nails 
are selling in steady volume. No 


evidences of any price change are at 
hand. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire nails, $4 per keg, base. 


Paints and Oils.—Lack of building 
has a slowing-up effect on paint sales. 
Considerable repainting is being done. 
Interior and outside house paints are 
selling in fair volume. Raw materials 
are not in as sharp demand, by the 
manufacturer, as they were earlier in 
the season. 


We quote from jobbers’ stocks, f.0.b. Chi- 
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gal; 
oil in 


barrel lots, S4c. 
gal.;: boiled 


linseed oil, 
barre] lots, 80c. 
barrel lots, 86c. gal.; five barrel lots, 82c. 
val.; turpentine, full barrels, 82c. gal.; 
denatured alcohol in barrels 52c. gal.; white 
lead ir 100 Ib. kegs, 13c. lb.; white shellac, 
$3.75 gal. 

Roller Ska’es.—Demand is not as 
heavy as it was a few weeks ago, 

We quote from jobbers’ stocks, f.0.b. Chi- 
Ball bearing roller skates, boys’, $2.45 
ball-bearing skates, girls’, $2.60 per 


cago: Raw 


five 


ago: 
pair; 
pair. 

Rope.—Sales are of a steady charac- 
ter and total quite a good volume, with 
prices showing no indication of change. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No, 1 manila rope, standard brands, 
19%c. to 20%c.; No. 2, 18%c. to 19%c.; N 

sisal rope, standard brands, 13%c. 

oc.; No. 2 sisal, 12%c. to 14%c. 

Steel Sheets.—Stocks are adequate. 
Prices are not changed. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 28-gage galvanized sheets, $6.40 per 
100 Ib.; 28-gage black sheets, $5.40 per 
100 Ib. 

Sporting Goods.—There is quite a 
lively demand for baseball goods of 
all kinds. Baseball bats are difficult 
to obtain, factories are sold out and 
do not expect to have any more goods 
for this season. Golf and tennis equip- 
ment moves in rapid fashion. 

Stove Boards.—Future business is 
being solicited, but with not very good 
success. Should there be general buy- 
ing late in the summer it is evident 
that a shortage would occur. 

Sash Cord.—The sale of sash cord is 
of fair volume, despite the lack of ex- 


Office of HARDWARE AGF, 

410 Unity Building, 
Boston, May 21, 1921. 
TOTWITHSTANDING the unfavor- 
A able weather conditions earlier in 
the month, shelf hardware jobbers re- 
port sales for the first half of May as 
entirely satisfactory, which, of course, 
reflects conditions in the retail trade. 
From the standpoint of dollars and 
cents, the showing so far this month is 
not quite as large as it was for the 
corresponding period last year because 
there is quite a difference in the value 
of hardware in general now and then. 
But from the standpoint of volume of 
goods moving, this year’s showing is 
quite superior to 1920. The character 
of buying, according to the wholesale 
firms, has not changed, however. That 
is, the average retail house continues 
to buy in small quantities, but often, 
giving main efforts to turning over that 
merchandise that has a ready market 
as often as possible, and working off 
less active stock slowly. As a result 
of this policy retail houses are in a very 
safe position insofar as stocks are con- 
cerned. 

Mill supply houses, both retail and 
wholesale, note a slightly better 
mand for the so-called heavier lines, 
while small equipment sales are hold- 
ing their own. It is believed the com- 
parative stability of prices of late has 
encouraged customers to place busi- 
ness, small as it may be in in- 


de- 


some 


HARDWARE AGE 


tensive building operations. The price 
card is unchanged, 


We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Standard grade, No. 7 sash cord, 
$7.50 doz. hanks; No. 8, $8.65 doz. hanks. 

Separators, Cream.—The tendency of 
the farmer to do without new equip- 
ment is reflected in the slack sales of 
cream separators. Jobbers continue to 
limit their reorders with manufac- 
turers to immediate requirements, and 
dealers are carrying very light stocks. 

Screws.—Buying is confined to a 
necessity basis. Same prices prevail. 

We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Flat head bright screws, 7242-20 per 
cent off list; round head blued, 70-20 per 
cent off list; flat head brass, 65-20 per cent 
off list; round head brass, 6214-20 per cent 
off list; japanned, 65-20 per cent off list. 


Solder.—No change in price or de- 
mand. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted 50-50 solder, in full cases, 
21c. per lb.; less than case lots, 23c. per lb.; 
Commercial, 1c. to 3c. per ib. lower, ac- 
cordirg to grade. 

Tools.—Small tools move in quite 
good volume. Agricultural tools and 


garden tools are in fair demand. 


Wheelbarrows.—Garden barrows are 
selling with some success. Contractors’ 
barrows are not active. Prices, which 
have already been generously reduced, 
are the same. 

We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Common Wood barrows, $3.20 cach; 
contractors’ steel tray angle leg barrows, 
$7 to $9 each, according to equipment; 
angle leg garden barrows, $6 each: com- 
petitive grade gardon barrows, $4.50 each; 
No. 4 tubular barrows, $6.50 to $7.50 each. 
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stances, and that this confidence may 
upset the time-honored theory that 
business will be dull in the summer 
months. Along this line of thought it 
is pointed out that buyers have been 
without goods so long they necessarily 
must buy if their business is to be good, 
as everybody anticipates, in the fall. 

Little variation is found in the heavy 
hardv are market. Business appears to 
be running along on an even keel. 
While not as active as, wholesale firms 
would like to see, they manage to keep 
busy and are working themselves out 
of excess stocks. Here, as well as in 
the shelf hardware field, very few price 
changes worthy of notice are reported 
this week. Where there have been 
changes, they are downward, but usual- 
ly only slightly so. 

Ammunition.—A_ further ‘readjust- 
ment in prices on air rifle shot, amount- 
ing to 10c. per case, is noted, or from 
$4.20 to $4.10. This change brings the 
price back to where it was May 1. The 
demand for air rifles as well as drop 
shot is slightly better and has every 
indication of continuing good through- 
out the summer. Retail stocks, 
general thing, are small. 

We quote from jobbers’ stocks: Metallic 
ammunition, 15 and 1% per cent discount, 
f.o.b. Boston. Loaded shells, 15 and 114 per 
cent discount, f.o.b. Boston. Factory ship- 
ments on both kinds, in full cases, 18 per 
cent discount, f.o.b. factory. 

We quote from jobbers’ stocks: Drop shot, 
smaller than B, $2.10 per bag; B and larger, 
$2.35 per bag; air rifle shot, in tubes, $4.20 
pec 


as a 


case, 
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Washing Machines.—This is the 
active season in washing machines and 
in some localities business is holding 
its own very satisfactorily. But sales 
in the South and Southwest have 
dropped off very remarkably, as con- 
trasted with last year. The tendency 
to stop buying, noted in agricultural 
districts, has checked the washing ma- 
chine business in some rural communi- 
ties, notably in the South and South- 
west where low cotton prices have hit 
the growers. Prices are not changed 
on electric washers. 


Wire Goods.—A sharp demand for 
wire cloth and poultry netting remains 
in wire goods sales. Cool weather has 
delayed the normal advance of the 
seasons, but sales have gone on in 
lively fashion. Jobbers anticipate a 
still heavier business in wire cloth and 
screen doors when we have some real 
hot weather. Few retailers have 
covered their screen door requirements, 
by future orders, and a rush of busi- 
ness in this item is looked for when 
the hot days come. Something of a 
shortage in screen doors may hit the 
dealer who delays getting in his stock. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Barbed wire galvanized, $4.85; No. 8 
black annealed wire, $3.75; black painted 
wire cloth, 12 mesh, $2.50 per 100 sq. ft. 
Poultry netting, f.o.b. Chicago, no dating, 
galvanized before weaving 40-10 per cent 
off, galvanized after weaving 40 per cent 
off. Catch weight spool galvanized cattle 
wire, $4.85 per 100 Ibs.; 80-rod spool gal- 
vanized hog wire, $4.20 per spool: No. 8 
galvanized plain wire, $4.45 per 100 lbs 


Axes.—An improvement in the de- 
mand for axes is noted from inland 
retail dealers. Individual orders usual- 
ly are for small amounts, but they are 
more numerous than they have been. 
In analyzing the better demand, jobbers 
believe the high cost of coal enters into 
the situation. People owning wood lots 
find it cheaper to hire help to cut wood 
than to purchase coal. Prices on all 
standard makes of axes are reported 
as firm and unchanged. 

We quote from jobbers’ stocks: Single bit 


axes, standard, $20 per doz. base; double bit 
axes, $25 per doz. base, without handles. 


Bolts and Nuts.—Local stocks on 
most sizes of bolts and nuts are grad- 
ually working downward. There are, 
to be sure, excess stocks of certain 
sizes in almost every local wholesale 
house, but as compared with two or 
three months ago the situation as a 
whole is very much more comfortable. 
Individual orders show little improve- 
ment when volume is considered, yet 
the total numbers received daily by the 
jobbers appears to be growing slowly 
but steadily better. Most of the New 
England bolt and nut manufacturers 
are operating on reduced schedule, but 
they are confident the situation is work- 
ing itself out all right and that better 
times are ahead for them. Their prices 
remain unchanged and there is nothing, 
according to most of the producers, that 
even suggests a revision for some time. 

We quote 
bolts with H 


stocks 
4-in., sn 


from jobbers’ 
P nuts, *% x 
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shorter cut threads, 50 and 5 per cent dis- 
count; larger and longer, 45 and 5 per cent 
discount; with C T D nuts, 40 per cent dis- 
count; tap bolts, list net; common carriage 
bolts, small, 40 and 5 per cent discount; 
large, 40 per cent discount; Eagle carriage 
bolts, 50 and 10 per cent discount; stove 
bolts, 70 and 10 per cent discount; bolt ends, 
45 per cent discount; tire bolts, 60 per cent 


discount. 
H P square, blanks, $2.25 off; 


Nuts, 
tapped, $2 off; C P C and T square, blank, 


$2 off; tapped, $1.75 off; semi-finished hexa- 
gon nuts, ¥-in. and smaller, 70 per cent 
discount; larger, 65 per cent discount; fin- 
ished case hardened nuts, 60 per cent dis- 
count; machine screw nuts, iron, list; 
machine screw nuts, brass, 25 per cent 
discount. 


Canned Heat.—In speaking of the 
market for this product, shelf hard- 
ware jobbers say it is remarkable how 
the demand holds up. There is no great 
rush on the part of the retail trade to 
stock up, yet orders from them flow 
into this market in a steady stream and 
most of them, when totaled up, are 
comparatively large. This product has 
all the earmarks of having become a 
standardized article in the retail hard- 
ware store as well as elsewhere. Job- 
bers have taken advantage of market 
conditions and are keeping good sized 
stocks on hand, consequently prompt 
deliveries rule. 


We quote from jobbers’ stocks: Sterno, 
$10.80 per gross, in any quantity; Theroz, 
$14.70 per grogs, in any quantity. Sterno 
cooking ware—-No. 4001, stands with boiler, 
$2: tea kettle, with tray, $2.75; folding 
stoves, single burner, $1.50; double burner, 
$2; discount 33% per cent. 

Theroz Cooking Ware—Paragon burners, 
10c. each; No. 4 burners, $2 per doz.;.Con- 
tinental (copper), $4 per doz.; Continental 
(nickel), $8 per doz.; blue flame stoves, two 
burners, $2.35 each; combination mess kits, 
$3.33 each. 


Chain.—The recent downward revi- 
sion in prices on chain has created a 
better demand, especially for small and 
medium sizes. To be sure business 
could be better, but it is sufficiently 
larger than noted heretofore to cause 
considerable encouragement in whole- 
sale circles. Large chain sells rather 
slowly, according to reports here. 
Local stocks are not large. 

We quote from jobbers’ stocks: Proof col 
self-colored chain, in cask lots, #-in., $15.50 
per 100 Ib.; %-in., $14.25; ye-in., $12.35; 
%-in., $10.75; ye-in., $10.45; Y%-in., $10.10; 
%-in., $10. 

Chain Hoists.—There appears to be 
slightly more doing in the market for 
chain hoists of one-ton capacity and 
smaller. Contractors have been the 
most active buyers, presumably for cus- 
tomers. Reports of concessions are 
noted, but it is difficult to check up on 
these. 

Cooking Ware (Glass).—Although it 
is admitted it could be a great deal bet- 
ter, the call for glass cooking ware is 
on the mend. Now that there is little 
likelihood of there being a change in 
prices for months, at least, there ap- 
pears more confidence on the part of 
buyers. 


We quote from jobbers’ stocks: Casse- 
roles, rounds, 1-qt., $1.75 each; 1%-qt., $2 
each; 2-qt., $2.50 each. Baking dishes, un- 
covered, 1-qt., $1 each; 1%-qt., $1.25 each; 
2-qt., $1.50 each. Pie plates, 90c. to $1 each. 
Cake dishes, 90c. each. Bread pans, $1 to 
1.75 each. Custard cups, 25c. to 35ce. each 
Ramekins, 20c. each. Jobbers’ terms are 30 
rer cent off list. 


Cutlery—With the exception of 
safety razors, the market for cutlery 
in general appears unchanged. During 
the past fortnight or so there has been 
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quite an improvement in the movement 
of safety razors. The same cannot be 
said of other things coming under this 
department. It should not be con- 
strued, however, that the market is 
absolutely flat, for such is not the case. 
Orders placed by the retail trade are 
small and largely represent those 
things of which stocks have been 
cleaned up. There is little forward 
buying, however. 

Scissors.—Standard ladies’ Landers, Frary 
& Clark, 4-in., $11.50 per doz.; i 
5-in., $12.50; 6-in., $14. Hei 
4-in., $15; 5-in., $15.90; 6-in., $17 
4-in., $13.30 per doz.; 4%-in., 
$14.25. Buttonhole, 4%-in., $17.10 per 
Manicure, 3%-in., $19 per doz. Nail, 3%-i 
$19 per doz. 

Shears.—Landers, Frary & Clark, japanned 
straight trimmers, 6-in{ $10.50 per doz.; 
6%-in., $11.25; T-in., $11.75; 714-in., $12.50; 
8-in., $13; 9-in., $16.20; 10-in., $20. Nickeled 
Straight trimmers, 6-in., $12.50; 6%-in., 
$13.25;: 7T-in., $13.75; 7%-in., $14.50; 8-in., 
$15: 9-in., $18.20; 10-in., $22: bankers’ 
shears, japanned, 12-in., $24.75; barbers’ 
shears, japanned, 7%-in., $12.50; nickeled. 
8-in., $15.50; French pattern, 8-in., $15.50. 
Heinisch & Wiss, japanned, straight, 6-in., 
$14.40 per doz.; 6-%4-in., $15.30; 7-in., $16.20; 
7%-in., $17.10; 8-in., $18; 9-in., $22.50; 10-in., 
$27.75. Nickel-plated, 6-in., $16.80 per doz.; 
6%-in., $18.15. 

Drills and Reamers. — “Something 
doing all the time, but the buying is 
in small lots” is the way the average 
wholesale house reports the market for 
drills and  reamers. Investigation 
shows that a large percentage of the 
business placed through local channels 
comes from out-of-town shops. More 
or less interchanging of stock has been 
going on among the jobbing houses 
here, the idea being in most cases to 
balance up holdings. 

We quote from jobbers’ stocks: 

Drills,—Carbon, sizes up to 114-in., tapered 
and straight shank, 40 per cent discount; 
bit stock drills, 45 per cent discount; center 
drills, 40 per cent discount; drills and coun- 
tersinks combined, 10 per cent discount; 
ratchet drills, list; wood boring brace bits, 
40 per cent discount; high speed, wire gage 
and letter sizes, plus 10 per cent: straight 
and tapered shank, ;y to ™%-in., plus 20 per 
cent; #3} and larger, plus 20 and 10 per cent: 
all other kinds of drills, 40 per cent discount 

Reamers.—Bit stock, 20 per cent discount 
bridge square and T §S standard makes, 55 
per cent discount; chucking, 20 per cent 
discount; tapered pins, No. 00 to No. 5, 40 
per cent discount; No. 6 and larger, 25 per 
cent discount: escutcheon pins, 30 per cent 
discount; shell fluted rose and socket ream- 
ers, list. 

Files.—Files are se'ling all the time 
but in a more or less limi‘ed manner 
and yet this thing has been going on 
for so long the market appears in a 
much stronger position than it did three 
or four months ago. Manufacturers 
in this section of the country certainly 
appear more hopeful of the future, 
which, according to the hardware job- 
bers, is a very good sign. 

We quote from jobbers’ stocks: Files. 
Nicholson and Black Diamond, 59 per cent 
discount: Great Western, Arcade. Ameri- 
ean, 60 to 60 and 5 per cent discount; Swiss, 
list net: Chelsea hand cut, list plus 20 per 
cent tasns—Heller, 75 per cent discount; 
Superior, 75 and 10 per cent discount. 

Fishing Tackle.—Interest in fishing 
tackle centers largely in the retail end 
of the business. The fishermen of to- 
day has to go to considerable trouble in 
securing permission to try his luck from 
state authorities, but this fact appears 
to have stimulated rather than hurt the 
desire to fish. It evidently is the old 
theory that the man wants that which 
is the hardest to get. If what the Mas- 
sachusetts game commission says is 
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true, there has been more fishing for 
trout this season than ever before. 
Sales of all kinds of fishing tackle by 
the retail hardware trade so far this 
year bear out what the state officials 
say. Those retail dealers we have 
talked with of late say it has been one 
of the best seasons on record from the 
dollar and cent standpoint. 

We quote from jobbers’ stocks: 

Hooks.—Common ringed, Nos. 1 to 10, 12e. 
per 100; No. 0, 16c.; No. 00, 20¢.; spoon, 
fluted, $1.75 per doz.; snelled, single gut, 
all sizes and kinds, $2.50; regular grade gut, 
Nos. 1 to 16, $3.60; Nos. 22, 23 and 24, $3.60. 

Lines.—Furnished or rigged, No. 500, T5e. 
per doz.; No. 550, $1.05; No. 1000, $1.75; No. 
2000, $3: No, 2500, $F Standard braid, 
15-ft. in hank, $4 per gross hanks; 80-ft. 
in hank, $1.50 per doz. hanks. Oiled silk, 
10 yards on card, $1.20 per doz. cards; 20 
vards on card, $2. High grade enameled, 
$3.25 per 100 yards; cheaper grades, $2.75. 

Flies.—English trout, all popular sizes and 
colors, $8 per gross. 

Rods.—Steel, Vim, 
Brook, bait, $1.60; Sunny Brook, 
I. & H. telescope, 8% and 9%-ft., 
bamboo, $3.50 to $96 per doz. 

Reels.—Standard makes, $3 to $24 per doz. 

Freezers.—The market for ice cream 
freezers is more active, but the amount 
of business booked daily is spread out 
over a large number of individual 
orders. While there is some talk of 
the national government removing the 
tax on soda fountain drinks, and pre- 
sumably this includes ice cream drinks, 
nothing has been done in the matter. 
The family making its own ice cream 
does not have to pay a tax. We know 
of at least one instance where the re- 
tail hardware dealer uses this as a sell- 
ing point. 

We quote from jobbers’ stocks: 

White Mountain, 1-qt., $4.85 each; 
$5.65; : 75; 4-qt.. $8.25: 6-qt., 
&-qt., 10-qt., $18: 12-qt., 
15-qt., $25.60; 20-qt., $33.20; 25-qt., 
Discount, 25 per cent. 

Arctic, 2-qt.. $4.60 each; 3-qt., $5.55; 4-aqt., 
$6.80; 6-qt., $8.60. Discount, 25 per cent 

Acme, 2-qt., $12 per doz. from store; 4-qt., 
$20 per doz from factory. 

Grass Shears.—While the demand 
for sheep and hedge sheers is disap- 
pointing the same is not true of grass 
shears. The demand for the last 
named is better than it has been be- 
fore in several years, and some of the 
jobbing housés here are completely sold 
out on special makes. 

We quote from jobbers’ stocks: Grass 
shears, Disston, No. 1105-7, $11.45 per doz.; 
other makes from $3.12 to $9 per doz., ac- 
cording to quality. 

Iron and Steel—Market conditions 
show very little change. Prices hold 
steady, and the volume of stock moved 
each day does not change noticeably. 
There is, of course, a steady improve- 
ment in stocks from the jobbers’ stand- 
point, and this in time will work out to 
the advantage of all parties concerned. 

We quote from jobbers’ stocks: 

Iron.—Refined, $3.18 per 100 Ib. base: 4% 
and ¥;-in. round and square, $5; best refined 
iron, $5; Wayne iron, $8.5 Norway iron, 
rounds, 4-in. to 2%-in., 8c. net; all other 
sizes, 10c, base. 

Steel.—Soft steel bars, $3.18 per 
base; flats, $4.18 to $4.28: concrete 
plain, $3.18; twisted. $3.451%: angles, chan- 
nels and beams, $3.18 to $3.28: tire steel 
$4.25 to $4.75; open-hearth spring steel, $5.50 
crucible spring steel, $11.50: steel bands, 
$3.83 to $4.48: steel hoops, $4.38: cold rolled 
steel, $4.65 to $5.15: toe calk steel, $5.25 

Quality differentials. lots under 1000 Ib 
of a size, 35e. per 100 Ib.; lots of 1000 Ib. to 
1999 Ib a size, 14 

Lawn Mowers.—The lawn cutting 
season is on in full blast and this fact 
is reflected in the movement of lawn 
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mowers in and out of wholesale as well 
as retail hands. There have been a 
lot of people who for the past year or 
two have put off buying that lawn 
mower because they considered prices 
too high. They have arrived at a point 
where a purchase must be made, which 
accounts for market conditions. 

We quote from jobbers’ stocks: Low-grade 
lawn mowers, 14-in., $7 each; 16-in., $7.35; 
medium grade, ball bearing, 16-in., $9.90 
each; 18-in., $10.45; better grades, ball 
bearing, 5 blade, 14-in., $17.05; 16-in., $18.15; 
18-in., $19.25; 20-in., $20.35. 

Poultry Supplies —There is no dis- 
puting the fact that poultry raising is 
both a popular pastime and business 
this year. Sales reported by jobbing 
and retail houses substantiate this 
statement. Just now the American 
Express Co. is doing a rushing busi- 
ness in transporting chicks from one 
part of the country to another. Every 
box so shipped means poultry supplies 
being used. Many people who have 
raised chicks year after year have 
bought new supplies this season, but 
the bulk of the business transpiring 
from day to day comes from customers 
who have had little experience in the 
(“hen game.”) 

Rope.—The movement of rope out of 
this market is about normal. The de- 
mand runs largely to the smaller sizes, 
according to reports here. Prices are 
firm and unchanged and there is every 
indication they will remain so for some 
time. 

We quote from jobbers’ stocks: Manila 
rope, 22c. per lb.; sisal rope, 17c. per Ib., 
base, 

Sash Cord.—Local sales of sash cord, 
according to the jobbing houses, re- 
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business conditions re- 


( Y ENERAL 
A main about the same as at time 
While there has 
no doubt been some improvement, still 
it has not been particularly noticeable. 

Twin city jobbers and retailers re- 
port a very fair volume of business and 


of last week’s report. 


that things in general are looking 
brighter with each succeeding week. 

The usual spring business in garden 
tools, hose, and seeds has been well up 
to the usual volume, indicating that 
the interest developed in gardens dur- 
ing the war period continues. 

Manufacturing conditions remain 
dull, with only slight hope of improve- 
ment during the next few months. 
Railroad business, on which this terri- 
tory depends for a good share of its 
business, is practically at a standstill, 
as the railroads are not doing any work 
except such as is absolutely necessary. 
As soon as wage conditions and freight 
rates are adjusted it is expected a good 
volume of business will develop with 
the roads. 

Hardware dealers carrying sporting 
goods and fishing tackle report an un- 
usually large volume of business, ex- 
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flect an improvement in the building 
situation. Office building construction 
is limited, but there appears to be quite 
a number of houses going up all over 
New England, and the demand for sash 
cord comes from such sources. No 
change in prices on the better grades 
has been recorded for several months, 
and indications are there will be no re- 
vision for some time at least. 


We quote from jobbers’ stocks: Acme, in 
doz. lots, No. 6, 39c. per lb.; No. 7, 36c.; No. 
8, 9, 10, 12, 35c. Samson, No. 7, 61c. per 
lb.; No. 8 and larger, 60c. 


Scythes. — Heretofore considerable 
dissatisfaction has been expressed by 
consumers, according to retail dealers, 
about prices on scythes. This feeling 
appears to be fast disappearing, as is 
attested in slightly better sales, both 
out of retail and wholesale stocks. 


We quote from jobbers’ stocks: Scythes, 
solid steel, grass, $19 per doz.; brush and 
bramble, $19.50 per doz, 


Sinks.—Producers of common iron 
sinks have reduced prices, and local 
jobbers have marked down their lists 
from 20c. to 34c., according to the size. 

We quote from jobbers’ stocks: Com- 
mon iron sinks, 2%4-ft., $4 each, net; 
3-ft., $4.54; 314-ft., $5.76; 4-ft. $7.46. 

Steel Goods.—There is a slow but 
steady movement of steel goods out of 
local jobbers’ hands. Retail dealers 
are buying only as necessity requires, 
however. 

Zinc.—The local market on sheet zinc 
is lc. per lb. lower at 12c. base. This 
change is the first one reported since 
February, when the market declined 
Y%e. per lb. to 18c. base. 

We quote from jobbers’ stock: Sheet 
zine in full casks, 12c. per lb. 
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ceeding that of last year. This is no 
doubt due to the many unemployed 
seeking recreation and something to oc- 
cupy their time. 

Builders’ Hardware.—Sales of build- 
ers’ hardware are improving right 
along, and most dealers report that 
their retail “over the counter” sales 
are ahead of last year. Contract ac- 
counts have not as yet become as large 
as last season, but the outlook is bright 
for a good volume of business. 


Axes.—Total volume of sales are 
not heavy, but there is a fairly regular 
retail demand. Prices remain firm as 
last quoted. 

We auote from local jobbers’ stocks: 
Single bit, $17.25 per doz., base weights; 
double bit, $22 per doz., base weights. 

Brads.—Sales continue of fair vol- 
ume but not up to the usual amount at 
this season of the year. Prices remain 
firm as last quoted. 


_We quote from local jobbers’ 
7> per cent from standard lists. 


Bolts.—There is a slight improve- 
ment in the sales of bolts, but total vol- 
ume remains rather small. Stocks are 
now plentiful and all sizes are obtain- 
able. Price remains as last quoted. 


We quote from local jobbers’ stocks: 
Small carriage bolts, 50 per cent; large 
carriage bolts, 45, per cent; small machine 
bolts, 50-10-5 per cent; large machine bolts. 


Stocks: 


May 26, 1921 


50-5 per cent; stove bolts, 60-5 per cent; 
lag screws, 50-10-5 per cent. 

Churns.—Demand has been rather 
light so far this season. Price remains 
as last quoted. 


We quote from local jobbers’ stocks: 
Barrel churns at 35 per cent from standard 
lists. 


Eaves Trough, Conductor Pipe and 
Elbows.—Sales of this line are develop- 
ing right along and a good volume of 
business will develop. Stocks are in 
good condition. There has been a de- 
cline in the price of eaves trough and 
conductor pipe. 

We quote from local .jobbers’ stocks: 
Eaves trough 28 gauge, 5 in. lap joint, 
single bead, $5.25 per 100 feet; conductor 
pipe 28 gauge, corrugated, 3 in., $5.40 per 
100 feet; Elbows, 3 in. corrugated, $1.72 per 
doz. 

Files—Sales remain very limited, 
consisting mostly of small individual 
sales. Volume will no doubt remain 
small until manufacturing conditions 
improve. Price remains as last quoted. 

We quote from local jobbers’ stocks: 
Nicholson files, 50-10 per cent from list; 
Arcade, 60-10 per cent from list. 

Galvanized Ware.—A _ gradual im- 
provement in demand for galvanized 
ware is noted. Jobbers’ stocks are 
ample, and prices remain firm as last 
quoted. 

We quote from local jobbers’ stocks: 
Standard No. 1, galvanized:tubs, $8 per 
doz.; standard No. 2, $9 per doz.; stand- 
ard No. 3, $10.50 per doz.; heavy galvan- 
ized No. 1, $20 per doz.; heavy No. 2, $21.50 
per doz.; heavy No. 3, $23 per doz.; stand- 
ard 10-qt. galvanized pails, $2.80 per doz.; 
stendard 12-qt., $3.08 per doz.; standard 
14-qt., $3.45 per doz.; standard 16-qt. stocks, 
$5.25 per doz.; standard 18-qt. stocks, $6.14 
per doz. 

Glass and Putty.—Sales are of fair 
volume, and will improve as the build- 
ing season advances. Stocks appear to 
be ample to take care of demand. Price 
shows no further change. 

We quote from local jobbers’ stocks: 
Single 80 per cent; double 82 per cent 
from standard lists. Putty $5.15 per cwt. 
for commercial in bladders. 

Hose.—Sales of garden hose appear 
to be reaching normal for this terri- 
tory, and is exceptionally good consid- 
ering general conditions. Prices re- 
main firm. 

We quote from stocks: 


local. jobbers’ 


Competition, %-in., 3-ply, 10c. per ft.; 5-ply 


1ubber, %-in., 14c. per ft.; %-in. cotton, 


13%c. per ft. 

Ice Cream Freezers.—The spring 
season remaining rather cold very little 
business is developing on freezers. 
Stocks are in good condition, and prices 
remain as last. 

We quote from _ jobbers’ 
White Mountain, $5.78 each; 
Mountain, $9.45 each. 

Lawn Mowers.—There is a very good 
sale for lawn mowers, when general 
conditions are taken into consideration. 
Prices remain on last year’s basis and 
consequently there is some hesitancy 
in buying. Prices remain as last. 


We quote from local jobbers’ stoc!s 
Philadelphia lawn mowers, styles 
and L, at 25 per cent off list. River 
ball-bearing, at $9.50 each. 


Nails.—The improvement in building 
conditions has, of course, been reflected 
in improved sales of nails. Jobbers and 
dealers stocks are in good condition. 
Prices firm. , 


We qucte from local jobbers’ 
Bright wire nails, $4.25 base; cement «: 
nails, $3.90 per keg base. 


4-ct. 
White 


stocks: 
8-qt. 


stocks: 
ated 
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Paper.—Demand for building paper 
is rapidly improving along with im- 
proved building conditions. Stocks are 
ample. Prices remain firm as_ last 
quoted. 

We quote from local jobbers’ stocks: 
F’.o.b. Barrett’s No. 2 tarred felt, $3.30 cwt.; 
Barrett’s threaded felt, 500-ft. rolls, $1.78 
per roll; Slater’s felt, $1.39 per roll. No. 20 
red rosin, 60c. per roll; No. 25 red rosin, 

per roll; No. 30 red rosin, 5c. per 


Poultry Netting —Demand for poul- 
try netting has been exceptionally good, 
but the season has reached its height. 
Contrary to expectations stocks have 
been sufficient to meet the needs of the 
trade. Price as last. 

We quote from local 
Hexagon poultry netting, 
from standard lists. 

Rope.—Sales of rope continue of fair 
volume and are expected to improve a 
little later in the season. Prices re- 
main as last quoted. 


We quote from local jobbers’ 
Pure manila rope at 21%c. per 
pure sisal rope at 16%c. per Ib. 


Sandpaper.—There has been some 
improvement in sales, and total volume 
of sales are fair. Stocks are ample, 
and prices remain firm. 


We quote from local jobbers’ stocks: 
3est grade No. 1 at $7.20 per ream; second 
grade No. 1 at $6.50 per ream; No. 1 Garnet 
paper at $15 per ream. 


Sash Cord.—As was expected, inter- 
est in sash cord is gradually improving 
as construction of the earlier buildings 
near completion. There has been no 
further change in price. 

We quote from local jobbers’ stocks: 
Silver Lake No. 8, at 65 cents per Ib.; 
ordinary braided cotton cord No. 8, at 33 
cents per Ib. 

Sash Weights.—Orders are being re- 
ceived for sash weights for future de- 
livery. <A fair volume of business is ex- 
pected. Price remains as last quoted. 

We quote from local jobbers’ stocks: 
$3 per cwt. ° 

Screen Doors and Windows.—Total 
volume of sales are not very large, but 
a fair amount of business is being done. 
Prices remain high. 


We quote from local jobbers’ stocks: 
Common screen doors, $29.40; fancy screen 
doors, $34.80 per dozen. Window screens; 
Sherwood adjustable, 24-in., $9 per doz.; 
Wabash extension, 24-in., $7.70 per doz. 

Screws.—There has been a substan- 
tial improvement in the sales of screws, 
although the volume is by no means up 
to normal. Prices remain as _ last 
quoted. 

We quote from local 
Flat-Head bright screws, 75-10 per cent; 
round-head blued screws, 70-10 per cent; 
flat-head japanned screws, 65 per cent; 
flat-head brass screws, 65 per cent; round 
head brass screws, 62% per cent; iron 
machine screws, 60 per cent; brass machine 
serews, 50 per cent. 

Solder.—The market for solder has 
shown some improvement. Stocks are 
large and price remains as last quoted. 


We quote from local jobbers’ stocks: 
Half and half solder at 24c. per Ib. 


Steel Sheets—There has been a 
slight improvement in the demand for 
steel sheets, but total sales are small. 
Stocks are sufficient to meet ordinary 
demands. Price remains as_ last 
quoted. 


We quote from local jobbers’ stocks: 
2S gauge black sheets, $5.60 per cwt.; 28 
gauge galvanized sheets, $6.60 per cwt. 


Tin.—There has been a slightly im- 


jobbers’ stocks: 
40-10 per cent 


stocks: 
Ib. base; 


jobbers’ stocks: 
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proved demand for tin, especially in the 
roofing grades. Stocks are ample and 
prices remain firm as last quoted. 

We avote from local 
Tin Plate, Furnace Coke ICL 20 x 28 at 
$17.00 per box; Roofing tin, IC 20 x 28, 
8 Ib. coating, $16.50 per box. 

Washers.—Market remains rather 
quiet and individual sales are of small 
volume. Stocks are ample. 

We quote from local jobbers’ 
Wrought steel % in., $8.65 per 
wrought steel, 1 in., $8.25 per cwt. 


jobbers’ stocks: 


stock: 
cwt.; 


Wheelbarrows.—Demand for wheel- 
barrows of all kinds continues to im- 
prove gradually. Jobbers’ stocks are 
ample, and prices remain as_ last 
quoted. 


We quote as follows: Fully bolted, $38 per 
doz.; tubular steel No. 1, $6.60 each; gar- 
den wood barrows, $5.40 each, 
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Wire Cloth.—Retailers report a very 
nice volume of sales of wire cloth. The 
bulk of the over the counter sales are 
no doubt over with for the season, but 
there should be a continued sale for 
new construction work. Prices remain 
firm as last quoted. 

We quote from local jobbers’ stocks: 
Black 12 x 12 mesh at $2.50 per 100 sq. ft.; 
alumina, 12 x 12 mesh at $3 per 100 sq. ft. 

Wire.—Demand for wire and wire 
fencing continues to improve as the 
season advances. Jobbers have a fair- 
ly well assorted stock. Prices remain 
as last. 


We quote from local jobbers’ stocks: 
Barbed wire, painted cattle, 80 rod spools, 
$3.62; galvanized cattle, $4.18; painted hog 
wire; $3.80; galvanized hog wire, $4.46; No. 
9 smooth black annealed wire, $4.10 per 
ewt.; No. 9 galvanized annealed, $4.80 per 
cwt. 
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Mercantile Building, 
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SLIGHT falling off is noticed in 
the hardware trade for the first 
three weeks of the month, as compared 
with the similar period of April. Un- 
seasonable weather, no doubt, accounts 
for this condition and jobbers and deal- 
ers expect that at the close of the 
month their business will show up at 
least as well as the preced'ng month. 
Dealers are still buying conserva- 
tively, but are sending in a larger 
number of small orders than has been 
the custom previously. It is a well 
known fact that stocks of hardware 
throughout the district have been 
pretty well liquidated. This means, in 
the opinion of some jobbers, that a 
much steadier business can be counted 
on from now on. 

A number of price changes are still 
being received, the most important of 
which was the drop in the price of alu- 
minum ware, averaging about 15 per 
cent. Nails have also dropped off 
somewhat from the price of two weeks 
ago and s2veral jobbers are now mak- 
ing $3.60 per keg. Rumors are heard 
that further reductions will be made. 
It is said that nails can be secured 
from several mills at $3 base, Pitts- 
burgh, and some rumors are heard that 
even this price could be shaded on a 
large order. 

Gratifying increases in the sales of 
automobile accessories are still being 
reported and if the first three weeks of 
the month are an indication, last year’s 
high record of sales bid fair to be 
eclipsed. 

In the building line a lull was expe- 
rienced for several days, but things 


604 Library 


Cincinnati, 


are moving along nicely at the present 


writing and the indications are that 
the season will be the best for many 
years. 


Aluminum Ware.—A large manufac- 
turer of aluminum ware has announced 
a reduction in prices averaging 15 per 
cent. Some items are cut 10 per cent 
and others as high as 20 per cent. The 
new prices will be put into effect imme- 


diately and will be retroactive to 
May 2. 

Axes.—There is a rumor that prices 
on axes will be reduced approximately 
$3 per dozen. In this connection it is 
said that the differentials between the 
various sizes will be slightly increased. 
However, no definite information has 
yet been received as to what changes 
will be made, but it is expected that 
by the last of next week new prices will 
be in the hands of jobbers. 

Automobile Accessories. — Business 
still continues to be especially good 
and only minor price changes are being 
received. The general line is moving, 
but exceptionally heavy calls are being 
received for dressings, tire paints, and 
auto locking devices. Insurance under- 
writers are allowing a 15 per cent re- 
duction in premiums to cars equipped 
with approved locking devices and this 
is greatly stimulating sales of this 
item. Tires are also moving very well, 
the recent price reductions having had 
a good effect. 

Bale Ties.—Very little interest is be- 
ing shown as yet in bale ties. Some 
jobbers have not as yet placed their or- 
ders for their supply, as it is rumored 
that prices may be reduced in the near 
future. Jobbers are quoting out of 
stock at 70 and 5 off list. 

Builders’ Hardware. — Unseasonable 
weather affected the sales to some ex- 
tent during the past two weeks but the 
building activity is being maintained, 
and the prospects for the season are 
very bright. Some minor price changes 
in miscellaneous small goods have been 
made, but these do not apply to such 
items as locks and knobs. 


Bolts and Nuts.—A slight improve- 
ment is noticed in sales during the past 
week or two, indicating a return in 
some quarters at least of manufactur- 
ing activity. The only price change 
noted is in stove bolts, which are now 
quoted at 75 and 10 off as compared 
with 70 and 10 off. 


quote: Machine 
sizes, 60 and 10 off; larger 
7% off. Garage. Bolts, small sizes 60 off; 
larger sizes, 50 and 5 off. Stove Bolts, 75 
and 10 off. Semi-finished nuts, small sizes 
70 off; larger sizes, 60 and 10 off. 


Bolts, small 
sizes, 50 and 


Jobbers’ 
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Carbon Drills—A_ slight improve- 
ment is noticed in sales of carbon drills. 
An error was made in reporting the 
jobbers’ quotations in the last market. 
Local jobbers are quoting 45 off list in- 
stead of 45 and 10 off. 


Eaves Trough and Conductor Pipe.— 
Sales are especially good. There have 
been no further price changes and job- 
bers are still quoting: 

28 Ga., 5” single bead eaves trough, $4.85 
per 100 feet; 28 Ga., 3” corrugated conductor 
pipe, $4.70 per 100 feet; 3” conductor elbows, 
$1.65 per dozen. 

Files.—Some improvement is noted 
in the demand for files. Jobbers’ stocks 
are well able to supply all demands. 
Prices are unchanged. 

Jobbers’ quote all makes of files at 50 
and 10 off. 

Garden Hose.—Local dealers report 
their sales as improving steadily. Un- 
seasonable weather has affected this 
line to some extent. Prices are un- 
changed and jobbers quote as follows: 


Leader Brand, %” 5-ply, 10%c. per foot; 
%” same, 12%c. per foot. Red Hose, %” 
7-ply, 15¢c. per foot; %” 17c. 
foot. 


Galvanized Ware.— Stocks are re- 
ported to be very heavy and on this 
account no price stability can be ex- 
pected. The demand is fair, particu- 
larly for galvanized pails. No price 
changes are reported, and last week’s 
quotations are ruling to-day as follows: 


Gal. pails, 10 qt., $2.50 per dozen; 12 qt., 
2.80; 14 qt., $3.20; 16 qt., $4.00. Gal. Tubs. 
No. 0, $6.00 per dozen; No. 1, $7.20; No. 2, 
$8.40; No. 3, $9.60. 


Ice Cream Freezers.—Dealers report 
increased demand for ice cream 
freezers. Warmer weather is expected 
further to stimulate sales. Prices are 
unchanged, jobbers quoting: 

White Mountain, 1 qt., $4.85 each; Arctic, 
1 qt., $4.00 each. Blizzard, 3 qt., $3.90 each. 
Acme, 2 qt., $12.00 per dozen. 

Lawn Mowers.—Dealers report sales 
continuing very nicely and jobbers who 
had been forced to replenish their sup- 
plies are again practically out. 

Jobbers’ common lawn mowers, 
12”, $6.00 each; $6.25 each; 16”, $6.5) 
each; medium grade ball bearing, 14”, $9.50 
each; 16”, $9.75 each; 18”, $10.00 each; high 
grade ball bearing, 16”, $14.25 each; 18”, 
$14.75 each; 20”, $15.25 each. 

Nails.—There is nothing much to re- 
port with the exception that the de- 
mand for wire nails is improving stead- 
ily. Nails are now said to be available 
at $3 per keg, Pittsburgh, this price 
being made by several mills. Locally, 
the situation is unchanged, the $3.60 
price being made by practically all job- 
bers. There are rumors that further 
reductions may be made but these can- 
not be confirmed. Some jobbers and 
supply houses are asking $3.85, but 
nails are available to-day at $3.60 per 
keg. It is also said that cement coated 
nails can be had from some mills at 
$2.60 per keg. 


Jobbers’ quote: Wire nails, $3.60 per keg 
base. Cut nails, $6.00 per keg _ base. 
Cement coated nails, $3.20 per keg base. 


Picks and Mattocks.—A 10 per cent 
reduction has been made on picks and 
mattocks and this has been put into 
effect by local jobbers. 

Paints and Oils.—The demand for 
paints continues heavy and manufac- 
turers and dealers are very well pleased 
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with the volume of business. There 
have been no price reductions in var- 
nishes to meet the one announced by a 
leading manufacturer several weeks 
ago. Linseed oil and turpentine have 
firmed up considerably since the last 
report and these are being quoted to- 
day fully 10c. per gallon higher than 
two weeks ago. 


Jobbers’ quote: Linseed oil in single 
barrels, 85c. per gal. Turpentine in single 
barrels, 85c. per gal.; white and red lead in 
109 to 300 lb. kegs, 18c. per Ib. 


Rope.—There is some uncertainty in 
the price situation, which is inclined to 
fluctuate to some extent. The usual 
quotations on manilla rope are 20c. per 
lb., and on sisal, 13%c. per lb. 

Rivets.—A slight reduction has been 
made in the price of rivets and 7/16-in. 
and smaller are now quoted at 65 off 
list. The demand is picking up con- 
siderably. 

Sash Cord.—An’ advance of lc. per 
lb. has been made in the price of sash 
cord and No. 7 braided is now quoted 
at 32c. per Ib. 

Sash Weights.—A further reduction 
of 35c. per 100 lbs. has been made in 
the price of sash weights. Local job- 
bers are now quoting sash weights out 
of stock at $2.65 per 100 lbs. 


Sash Fasteners.—Another reduction 
of 10 per cent has been made in sash 
fasteners. A _ similar reduction was 
made about two months ago. 

Soap Stone Pencils.—A reduction is 
announced in the price of round soap 
stone pencils. Jobbers are now quoting 
this item at $2.50 per gross as com- 
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pared with $3 per gross two weeks ago. 


Screws.—The demand for screws is 
slightly improved. A slight reduction 
has been made in cap and set screws, 
but otherwise prices are unchanged. 

Jobbers’ quote: Machine screws, all sizes, 
70 off. Cap screws, 50 and 10 off. Set 
screws, 60 off. Coach screws, 60 and 10 


off. Lag screws, 50 and 10 off. Wood 
screws, 70 and 20 off. 


Steel Sheets.—The demand is 
ported as very good. There have been 
no further price changes and jobbers 
are still quoting: 28 ga. black sheets, 
5.50c. per lb.; 28 ga. galvanized sheets, 
6.50c. per Ib. 

Taps.—A 10 per-cent decline is no- 
ticed in taps and jobbers have changed 
their quotations accordingly. 


Wire Products.—There is very little 
facturers have reduced their prices on 
these items a flat 10 per cent and job- 
bers have put them into effect. 


Wire Products.—There is very little 
to report in regard to wire products, 
although there is still a fair demand 
for screen cloth. No price changes are 
reported and jobbers quote as follows: 

Poultry netting, 45 off. Black painted 
wire cloth, 12-mesh, $2.40 per 100 sq. ft 
Cattle wire, 6 in., 4 pt., $4.05 per spool 
No. 9 annealed wire, $3.60 per 100 Ibs. 

Wheelbarrows.—There is an excep- 
tionally heavy demand for steel tray 
wheelbarrows. Increased activity in 
the building industry and also the 
large amount of street repairing work 
going on, is mainly responsible for this. 
Prices are unchanged, jobbers quoting: 


Wood barrows full bolted, $4 each. Steel 
tray barrows, $6 each. 


re- 
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Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, May 23. 
A GAIN we have to repeat the old 
£\ story told so many times before, 
that general conditions in the heavy 
iron and steel trades do not show any 
material changes, the best that can be 
said being that they are no worse. The 
rate of operations in the steel mills and 
blast furnaces of the Steel Corporation, 
also with the independent steel com- 
panies, is running from 35 to 40 per 
cent, and this has been about the gen- 
eral average for some weeks past. The 
situation is absolutely a waiting one, 
consumers evidently still feeling that 
nothing is to be gained by anticipating 
their needs, and they are still buying 
steel as their immediate demands re- 
quire. The reduction of about 20 per 
cent in wages announced by the Steel 
Corporation some time ago, has gone 
into effect, and predictions made by 
some that there might be some labor 
troubles were not verified, the many’ 
thousands of men affected by the heavy 
reduction, accepting it gracefully, and 
no doubt were glad that they had em- 
ployment, even at the lower wage rates. 
Last week, the H. C. Frick Coke Co., 
which is the coal and coke subsidiary 
of the Steel Corporation, put into effect 
wage cuts for coal miners and coke 
workers averaging 30 to 35 per cent, 


and the men accepted these heavy cuts, 
and went right along with their work. 
Reports are current that some of the 
independent steel companies are con- 
templating further cuts in wages, but 
these reports have not been verified, 
officials of the steel companies refusing 
to deny or confirm them. The an- 
nouncement that the United States 
Railroad Labor Board intends to revise 
downward the wages of more than 
1,000,000 unskilled railroad laborers, is 
the most important labor announce- 
ment that has come out since the 
Steel Corporation made its announce- 
ment of a cut in wages, and it 
all goes to show that labor, both skilled 
and unskilled, will have to bear its 
share of the burden in bringing down 
costs of everything to a normal basis, 
before the country can have real pros- 
perity again. This reduction in rail- 
road labor means that there will also 
be reductions in freight rates, also 
likely in passenger rates, and when 
these have been made, it will be a long 
step in the direction of putting general 
business on a normal basis again. Uffi- 
cials of the railroads realize that 
freight and passenger rates are {00 
high, and they want to reduce them, 
but could not do so until they had 
brought. labor down to a _ reasonable 
basis. Just as soon as the railroads 
get in the position that they can make 
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money, and also when they get the 
huge sums of money due them from the 
Government, then they will be in posi- 
tion to buy the cars, locomotives, rails 
and other track equipment that they 
need so badly, and when this comes, 
there will be a taste of the prosperity 
that the country so badly needs in all 
lines of trade. The railroads are by 
far the biggest individual users of iron 
and steel, taking under normal condi- 
tions, 35 per cent of the total output 
of steel of the entire country, and when 
the railroads are not buying, and they 
have not been buying for several years, 
the effect is to cause depression in the 
whole steel trade. 

Orders coming in from the auto- 
mobile trade for sheets and other forms 
of steel used in the building of cars, 
are fairly heavy, but are not as large 
as several weeks ago. The impression 
is strong that reductions in prices on 
all grades of cars that have not yet 
lowered their prices, will be made 
either on June 1, or July 1, and this 
causing intending buyers of cars to 
hold off until the expected lower prices 
come. Early this year, the makers of 
many of the high grade cars guaran- 
teed their prices to July 1, and for this 
reason it is believed that the general 
reductions in prices of cars will not 
come until that date. It is also inti- 
mated that there may be further reduc- 
tions in prices of tires and tubes, these 
to come very soon after the lower 
prices on cars are named. 

As to the future course of steel 
prices, nothing definite can be said now, 
but it is a fact that the sales managers 
of some of the larger steel companies 
feel that prices are not yet low enough, 
and that they will have to go down still 
more before there can be any real 
betterment in the demand. It _ is 
pointed out that with prices of basic 
pig iron $22 per ton, and Bessemer $24 
a ton at furnace, there is too wide a 
spread between these prices, and those 
ruling on semi-finished steel, such as 
billets and sheet bars, also on other 
forms of steel such as plates, shapes, 
steel bars and other product. Should the 
independent steel companies make fur- 
ther cuts in wages, it is not unlikely 
that these would be followed by lower 
prices on steel by these interests. In- 
dications are that the steel market will 
be a waiting one for some time to come, 
as there are many great problems yet 
to be solved. 

At the same time the situation has 
its optimistic side, and in proof of this 
it is only necessary to point out that 
this is a great big country, consump- 
tion of everything is going on steadily, 
stocks of jobbers and consumers are be- 
ing fast depleted, and the longer the 
present depression lasts, the greater 
will be the volume of business once 
things get started again. In fact, right 
now, some of the largest makers of 
steel say that when the turn comes, 
the country will not be able to take care 
of the immense business that. will be 
offered. There has been practically no 
extension made to steel making ca- 
pacity for two or three years, so that 
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when the demand comes, it is certainly 
going to tax the resources of steel mak- 
ers to the utmost to meet it. The 
readjustment to lower values in every- 
thing that has been underway for some 
months, has gone along nicely, stocks 
have been gradually reduced, and with 
the financial resources of this country 
in such good shape, the readjustment 
is practically certain to be completed in 
an orderly manner. 

Fairly encouraging are the reports 
coming from the hardware jobbers and 
retailers as to the volume of their busi- 
ness, and also as to the outlook for the 
future. In some cases, reports are 
that the volume of business in dollars 
and cents is not as large as at this time 
last year, but on the other hand, some 
jobbers and retailers say their sales 
in dollars and cents are larger than at 
this time last year, and this in spite 
of*the fact that hardware prices now 
are from 20 to 25 per cent lower than 
a year ago. One jobbing house reports 
that its sales for the first half of May 
were $47,000 larger than in the same 
period last year. Some lines of season- 
able hardware are not moving out as 
freely as they should at this time, 
largely for the reason that prices on 
these goods are as high as last year, 
and in a few cases, are even higher. 
Jobbers are impressing upon their 
salesmen that they will have to work 
harder now than ever before to sell 
goods, and the men are doing it. There 
is not much disposition to buy ahead, 
except in case where the makers have 
guaranteed prices against decline, but 
the jobber and retailer are buying more 
frequently, and in smaller lots than 
usual. Stocks being carried are also 
lighter than is customary, the trade 
feeling that this is the wisest course, in 
view of probable further recessions in 
prices. The hardware trade is congratu- 
lating itself that business so far this 
year has been better than expected, and 
that the outlook is fairly encouraging. 
Collections are said to be better than 
some time ago, especially from the 
country merchants. 

Automobile Accessories.—The heavy 
cuts made in prices of tires and tubes, 
also on other lines of rubber goods, 
have disturbed the general market on 
accessories, in the direction that owners 
of cars are naturally looking for price 
recessions on other lines of accessories, 
and are holding off buying as long as 
they can. For this reason, there has 
been a falling off in sales of accessories, 
but there is still a moderate volume 
of business being done. The depart- 
ment stores are cutting on some cheaper 
grades of accessories, on account of 
heavy stocks which they are very anx- 
ious to unload. If a general reduction 
in prices of cars is made on June 1 or 
July 1, it will be a big help to the acces- 
sory dealer, as the buyer of a new car 
always wants some accessories to go 
with it. Price changes in the past week 
on the better grades of accessories have 
been unimportant and are not likely to 
be radical until there have been lower 
prices named on cars, and this would 
likely be followed by lower prices on 
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most accessories. Jobbers quote the 
leading articles as follows: 

Relinble jacks, No. $2.33; No. 2, 
$3.33, in lots of 12; A. C, Titan spark 
plugs, 65c. in lots up to 10, and 58ec. in lots 
of from 10 to 100; Derf spark plugs, 96c. 
each for all sizes, in lots less than 50; 
Champion X, 50c. each for less than 100 
and 48c. each for over 100; Champion regu- 
lar, 58c. each for less than 100, all sizes, 
and 56c. each for over 100. 

Axes.—The expected reduction in 
prices of axes has come, and amounts 
to about 15 per cent, and went into 
effect on May 15.—Announcement of 
the reductions have been sent to the 
trade by all the leading axe makers, 
including Kelly, Plumb, Mann, Warren 
Ax & Tool and other makers. In dol- 
lars and cents, the reduction amounts 
to between $2.50 and $3. per dozen. 
The makers have not guaranteed prices 
against decline over the remainder of 
the year, but say they are confident that 
the new prices will hold for the rest of 
this year. Jobbers now quote from 
store as follows: first quality, single 
bit, $14.50 per doz. base; first quality, 
double bit, $19.50 per doz. base; first 
quality, handled, single bit, extra han- 
dled, $19.50 per doz.; first quality, han- 
dled, single bit extra handled, $19.50 
per doz.; first quality handled, double 
bit, extra handled, $24.50 per doz. An 
advance for 3'-lb. to 4'-lb. of 50c. 
per doz. is charged, and on 4-lb. to 5-Ib. 
$1.00 per dozen. 


Bolts, Nuts and Rivets—The new 
demand is not very active, and prices 
are none too firm. Jobbers and con- 
sumers are buying only in small lots 
to meet current needs, not caring to 
stock up owing to the uncertainty of 
prices. The new demand for structural 
and boiler rivets is very quiet, new 
work in the boiler and structural trades 
being dull. There is some shading in 
prices on both structural and boiler 
rivets. Jobbers quote from store in 
small lots about as follows: 


1. $2.33 


Large machine bolts, 50, 10 and 5 to 60 
per cent off list; small machine bolts, cut 
thread, 60 to 60 and 10 per cent off list; 
rolled thread, 65 to 65 and 10 per cent off 
list; carriage bolts, small, cut thread, 50 ana 
10 to 60 per cent off list: rolled thread, 60 
to 60 and 10 per cent off list; large, cut 
thread, 50 and 5 to 50, 10 and 5 per cent 
off list. 

Bright Wire Goods.—The recent re- 
duction in prices of 10 per cent in 
bright wire goods, has not stimulated 
the new demand to any extent, it still 
being quiet, and mostly for small lots 


to meet actual needs. 


Builders’ Hardware.—The building 
situation in the Pittsburgh district is 
serious, and the outlook for the future 
is so discouraging, that the Government 
has sent a representative here, who 
will use his efforts to bring about a 
settlement of the impending strike in 
the building trades, owing to the re- 
fusal of the workmen to accept any re- 
ductions in their wages, which the 
master builders say must come before 
there can be any revival in the building 
trade. Makers of builders’ hardware 
say it is useless to make any further re- 
ductions in prices, as this would not 
help the demand, and that it is up to 
the workmen to accept lower wages, 
and start things up again. 
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Barn Door Hangers.—The makers of 
the Cannon Ball design of barn door 
hangers, Hunt, Helm & Ferris, Har- 
vard, Ill., have announced a reduction 
in prices of about 10 per cent effective 
from May 15. 

Barb Wire.—The new demand is re- 
ported as fairly active, but the season 
is pretty well over for this year. Prices 
are firm, and this season’s trade has 
been quite good. Jobbers continue to 
quote 4-point cattle at $3.85 and 4- 
point hog at $4.15 in 80-rod spools from 
store. 

Copper Rivets.—Prices are lower, 
and the new demand is only fair. Job- 
bers now quote in round lots at 40 and 
10 off list. 

Field Fence.—The demand for this 
product continues quite active, and 
prices are ruling firm. Makers have 
all the orders they can handle prompt- 
ly, and in some cases, will not agree to 
ship under about three weeks from date 
of order. 

Standard Cyclone fencing, lL, extra, is 
quoted at $9.80, for 36-in., while 42-in. is 
quoted at $11. Prices on 36-in. style F are 
$13.50 for 36-in. and $14.75 for 42-in. Single 
walk gates for same are quoted at $3.40 
each. 

Enameled Ware.—Jobbers say the 
recent reductions in prices on these 
goods have not increased the new de- 
mand to any great extent. New buy- 
ing is mostly in small lots to meet cur- 
rent needs. 

Domestic white and white is now quoted 
at 25 per cent off list, domestic blue and 
white, 25 per cent, and Swedish gray ware 
at 35 per cent off list. 

Hatchets.—The reductions in prices 
on hatchets announced in our report 
last week have brought out a good 
many orders that were being held back, 
waiting for the lower prices, which the 
trade felt were sure to come. Retailers 
are buying more freely, and in larger 
lots than for some time. 


Standard No. 2 hatchets are quoted at 
$12 per doz. and high grade No. 2 at $15.20 
per doz. Carpenters’ adzes are now quoted 
by jobbers’ at about $21 


Ice Cream Freezers.—The trade in 
freezers so far this spring has been 
very disappointing to the trade, partly 
due to the cool weather that has pre- 
vailed for some time, and also partly 
due to the fact that makers were not 
able to reduce their prices over those 
in effect last year. With a spell of 
good warm weather, it is believed the 
demand would show some improvement. 
Prices are reported as holding firm, 
and jobbers are quoting the leading 
makes about as follows: 

Blizzard, 3-qt., $3.90; 4-qt., $4.80; 6-qt., 
$6; 8-qt., $8. Lightning, 3-qt., $4.25; 5-qt., 
$5.25; 6-qt., $6.50; 8-qt., $8.50. Artic, 3-qt., 
$3.90; 4-qt., $4.80; $6.50; 8-qt., $8.50. 
White Mountain, ¢ . $4.75; 4-qt., $5.75; 
6-qt., $7.40; 8-qt., 50 Auto Vacuum, 
3-qt., $3.33: 2-qt., ; 4-qt., $6.67, and Acme 
freezers, 2-qt., $1. 

Iron and Steel Bars.—There is no 
betterment in the new demand for 
either iron or steel bars, the trade still 
buying only in small lots to cover ac- 
tual needs. None of the mills that make 
either iron or steel bars can operate 
to more than 35 to 40 per cent of ca- 
pacity, owing to the light orders they 
are getting. A leading maker of steel 
bars has just announced another cut in 


per doz. 
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wages, putting them back to the 1917 
basis, and this taken to mean that there 
may be some recession in prices on 
steel bars in the near future made by 
this particular interest, and which 
would no doubt, be soon followed by the 
other makers. Jobbers’ prices on steel 
bars from store are about 2.75c. and on 
iron bars about 3c. for fair sized lots, 
but these prices are not minimum, be- 
ing shaded on any very desirable 
orders. 

Never Slip Calks.—Makers have an- 
nounced a reduction of 10c. to 20c. per 
100 pieces on these goods. 

Jack Screws.—Makers have an- 
nounced a cut of about 10 per cent in 
prices on these goods. The demand is 
fairly heavy. 

Lead.—Prices are very strong, and 
another advance is looked for at any 
time. The market on lead is firm, and 
the demand is active. 


_Babbitt metal is quoted at 8c. per lb., lead 
p'pe is 7%c. per lb., and S lead traps, 14%-in. 


_ long, are about Tic. each. 


Paints and Supplies—Dealers report 
that demand for all kinds of painters’ 
supplies is active, and prices are hold- 
ing firm. May will show the largest 
business in these goods for a long time. 
Jobbers and dealers quote to the trade 
as follows: 

Standard grades of ready 


mixed paints 
are $4.25 per gal.; 


linseed oil is 77c. per 
gal., in barrels; turpentine is 90c. per gal. 
and white lead igs $13 per 100 Ib. 

Stucco 4-in. brushes are sold at about $4 
each at retail. Putty is sold at $1.25 for 
12% lb. and $2.25 for 25 lb. Sandpaper is 
sold at 30 and 10 off list. Shellac is lower 
in price. Cheaper grades are sold at $2.50 
per gal., medium grades at $2.75 and high 
grades at $3.50 per gal. 

Pocket Cutlery—Most makers have 
announced a reduction in prices on 
nearly all makes of pocket cutlery of 
about 7, to 10 per cent. The demand 
is not very active, and a good many 
German goods are being offered in this 
country at less than prices for do- 
mestic goods. 


Poultry Netting.—Dealers report the 
demand as heavy, and the trade this 
season has been larger than last year. 
Prices are firm, jobbers quoting at 40 
and 5 per cent off list for shipment 
from store. 

Sheets.—The demand is not very 
heavy, jobbers and consumers still buy- 
ing in small lots to cover actual needs. 
The demand for sheets from the auto- 
mobile trade has also fallen off lately. 
None of the sheet mills is running to 
more than 35 to 40 per cent of capacity. 

All jobbers’ are observing the stablized 
prices of 3.10c. base, Pittsburgh, for No. 1 
blue annealed, 4c. base for No. 28 black, 
and 5c. base for No. 28 galvanized. In 
lots of one to ten bundles out of Pittsburgh 
warehouses, the price is 25 per ton 


above the manufacturers’ price or 4.35c., 


5.25e. and 6.25¢c. respectively. Larger 


quantities sell at somewhat lower prices. 

Wire Cloth.—The cool weather has 
been somewhat against the sale of wire 
cloth but dealers say that with two or 
three weeks of hot weather, the demand 
would be much heavier. Prices are 
firm, jobbers quoting from store $2.40 
per 100 square feet from stock to the 
retail trade. 

Wire Products.—Makers say that the 
general market price of $3.25 base at 
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mill for wire nails to the large trade is 
being absolutely held, and that reports 
to the contrary are incorrect. Local 
jobbers are charging $3.60 for wire 
nails from store to the retail trade. 
Mills are making very prompt ship- 
ments on orders. 

Wood Pulley Blocks—The Union 
Hardware Co., Torrington, Conn., an- 
nounces a reduction in prices on wood 
pulley blocks of about 10 per cent on 
sizes 8-in. and larger. No changes in 
prices have been made on the smaller 
sizes. 


“Old Guard” Reunion 
(Continued from page 78) 


of a new supply of membership but- 
tons, which can be obtained from 
the secretary’s office. The closing 
paragraphs of his report read as 
follows: 

A few facts in regard to the Old 
Guard will be of interest, particu- 
larly to the newer members. Credit 
for the association belongs to Mr. 
Fred M. Huggins, who, with the 
wish to cement the good fellowship 
of the “old boys” and bring them 
in closer association with each 
other and to honor the older men, 
worked out the details of the asso- 
ciation and purchased the buttons 
in advance of any organization. 

The first meeting was held and 
the organization perfected at Hot 
Springs, Ark., June 10, 1908. There 
were forty-six charter members. 
The officers elected were: Presi- 
dent, Mr. H. H. Beers; first vice- 
president, Mr. C. F. Forsyth; sec- 
ond vice-president, O. C. Mead; 
secretary and treasurer, Fred M. 
Huggins; executive committee, D. 
K. Stucki, John Hoen, P. C. Caw- 
thorn, T. H. Gossett, John K. Wil- 
son, W. H. Chenoweth and F. S. 
Seeley. Of the forty-six charter 
members twenty-eight are active 
members now. Three resigned and 
fifteen have been called to the 
Great Beyond. 

From the beginning we had the 
$100 memorial fund, later the bene- 
fit fund was added—to be paid up- 
on the death of: a member to the 
beneficiary designated by him. We 
have paid to the beneficiaries a 
sum of $5,750, and for memorials 
$1,405. The membership now stands 
ninety-seven active and one honor- 
ary. The association is free from 
debt, and we have maintained the 
cash balance required by the con- 
stitution. 

The following officers were elect- 
ed to serve for the ensuing year: 
President, Frank Gould; first vice- 
president, George H. Harper; sec- 
ond vice-president, Fred M. Hug- 
gins; secretary-treasurer, R. P. 
Boyd. 
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Garage Sets 


packed complete in boxes 


Garage sets have been moved up a class. No more search- 
ing for the right length of track, no more time-killing assembly 
of bolts, hinges, and handles. McKinney Complete Garage 
Sets are packed in boxes—they sell direct from the shelves. All 
the customer has to know is the size of his garage entrance. 
You know the rest. It’s printed on the end of the box. 


Good idea! It means economy in handling, storing, and sell- 
ing expense. Your customer now buys an effect. He knows 
just the kind of doors the set will make possible—just how they 
will look and operate. McKinney Complete Garage Sets are 
made for swinging, sliding-folding and ‘‘around-the-corner”’ 
types of doors—for all size entrances. 


These garage sets are pictured and explained in book form. 
In this book you will see how easily they can be handled in your 
store and what a variety of entrance designs they make pos- 
sible for your customers. Let us send you this book. We want 
every hardware dealer to be familiar with this new develop- 
ment in builders’ hardware. 


McKINNEY MANUFACTURING CO., PirrspurGH 


Western Office, Wrigley Bldg., Chicago. Export Representation. 


MCKINNEY 
Hinges and Butts 


Also manufacturers of McKinney garage and farm building door 
hardware, furniture hardware and McKinney One-Man Trucks 
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Products Being 


New Series of City Mail Boxes 


The Patent Novelty Co., Fulton, IIl., 
has added to its line of mailboxes the 
No. 15 series of city mail boxes. It is 
well built and large enough to admit a 
legal size envelope. It is 10% inches 
high and 5 inches wide. The depth is 
2 inches. 

A double cover is included, making 
the contents of the box free from rain 
and sleet damage. A wire parcel and 
paper holder is securely fastened to the 
outside. 

This type of box is furnished in black 
baked high grade enamel, oxidized cop- 
per plated or in galvanized steel with 
an aluminum finish. Each box is 
packed in a separate carton with % 
gross to a case. The estimated weight 
per gross is 200 pounds. 














Type of No. 15 Series 
Efficient Washing Machine of 
Very Pleasing Appearance 

A washing machine, which is quite 
a departure from the many already on 
the market, is placed on sale by the 
Lombard-White Co., Worcester, Mass. 
An ordinary amount of soiled clothing 
can be washed in this machine in five 
to fifteen minutes, depending on the 
condition of the garments. During the 











Lombard-White Washing Machine 


process of washing the clothes are kept 
in motion by hot bubbling suds which 
pass through the meshes of the cloth, 
dissolving and carrying the dirt into a 
settling chamber below. 

There is no vibration to the machine. 
Although constructed along substantial 
lines, it weighs complete approximately 
185 lb., and can easily be moved about 
the floor, four double sets of steel ball 
bearing rollers being provided. Wash- 
ing is done in a _ one-piece white 
enameled bowl, which cannot leak or 
corrode, is indestructible and is easily 
kept clean. The machine may be per- 
manently connected’ to hot and cold 
water supply, and the discharge also 
may be connected with the water sys- 
tem. 

A safety swinging wringer is 
provided, operated by an independent 
reversing motor. Cut brass gears are 
used in the transmission of power from 
motor to wringer, these running in 
hardened bearings packed in grease. 
No part of the machine has to be oiled 
more often than once a year. A bronze 


Placed on the Market by Hardware Manufacturers 


pump forces the water into the bowl. 
Control of the water and of the wringer 
is by separate switches. Based on ma- 
terials of which it is constructed the 
machine has a long life. The cost of 
operation, according to extensive tests, 
is very small. 


Geneva Cutlery Corporation 
Make Safety Razors 


The Geneva Cutlery Corporation of 
Geneva, N. Y., offer a safety razor 
which they call the Senca. 

One claim of the new razor is that 
of simplicity, there being but one part 
in addition to the blade. 

The ease with which the blade is in- 
serted and removed, the firmness with 
which it is held in the razor and the 














Senca Razor, Model A 


construction of the guard are other 
features that the maker holds for the 
razor. 

The razor is made of brass heavily 
nickeled plated and is packed in a black 
box lined with purple plush. There are 
small cartons for sharp and dull blades. 

Because of their many years’ experi- 
ence in the manufacture of shaving 
edges, the manufacturers of the Senca 
razor are claiming high quality for 
their Senca blade. 

A complete equipment of especially 
built machinery has been installed in 
the Geneva plant for the manufacture 
of blades alone, and several secret proc- 
esses of steel treatment are used 


Reading matter continued on page 104 
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